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“Henry Ford celebrates his 82nd 
birthday today. 
* ca + 
‘Rubber strikes in Akron and De- 
troit cost U. S. motorists about 500,- 
PO new passenger car tires. 

& * * 
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NADA membership is up to 13,- 
"58, an increase of 49 percent over 
@ year ago. 


* * + 

Despite union opposition, spon- 
sors of the Burton - Ball- Hatch 
-apbor- management mediation bill 
believe it’ll pass in some form this 
fall. 


* * * 


Better Sign Up! 


e@OPA doesn’t intend to extend the 
deadline on dealer registration un- 
der MPR 540, RMPR 341 and 
a PR 569. 


* * * 


food Progress 


Dealers have set up OPA co- 
anerating committees to improve 
eenforcement of MPR 540 in 63 
communities; 23 groups are in the 
ecess of organization, while at 
—only seven major points has no 
progress been made to date. 

* * * 


os 


as to Oil 


The petroleum industry has been 
formed that from now on Amer- 
ica’s defeat of Japan is largely a 
s@mel oil war with impacts on civil- 
ans appearing more in home heat- 
ing efforts than in gasoline tanks 
=—™ automobiles, as was the case for 
victory in Europe. 

* ca * 


ast A Book? 


New A gas rationing book will 
=e distributed in December for use 
starting Dec. 22, OPA czar Bowles 
pvealed last week. 


The book has been prepared for 
se for about 15 months in the 
ope that it will be the last needed. 
It is the third A gas coupon series 
nce the start of rationing. 


Cars Still in Use 
By Makes 
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1944 1941 
Registra- Registra- 

tions tions 
Chevrolet ....6,079,987 7,017,237 
Seaiawued 5,536,418 6,814,386 
3,041,222 3,828,477 
ea oe eae 1,542,725 1,665,984 
Sen eawer 1,479,421 1,630,285 
ewue 1 833 1,466,879 
Oldsmobile ...1,202,736 1,274,547 
Chrysler ..... 584,963 655,951 
Studebaker ... 568,347 624,870 
aa ae 435,664 457,693 
ae wate 415,913 441,583 
ceeecawe 392,298 453,457 
SeeGe $32,986 332,946 
-... 228,664 198,187 
T’plane-Essex 189,896 $12,637 
W-O—Whippet 150,204 228,724 
Cadillac* ..... 140,134 135,168 
YLincoln ...... 107,343 116,704 
| LaSalle ....... 102,887 123,105 
eGraham ...... 56,213 106,022 
7 Hupmobile 23,450 67,614 
Willys-Knight 6,082 19,068 





= Miscellaneous. 138,686 228,487 
Pt Totals...... 24,114,922 27,700,011 
tIncludes Ajax and Lafayette. 

*Increases are due to fact produc- 


tion in last half of 1941 is not re- 
) corded in 1941 registration column. 
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NADA to Reveal 


New Facets at 


Discount Parley 


Secret U. S. Figures 
May Cinch Case 


For Auto Dealers 
By William Ullman 


Washington Correspondent 


WASHINGTON. —Trade 
discount activities, which 
have occupied the center of 
the stage here for months, 
shift to Chicago this week. 


The automobile dealer advisory 
committee, headed by David Cas- 
tles, of St. Louis, will meet at the 
Stevens hotel Tuesday and Wednes- 
day with OPA representatives un- 
der the leadership of Jo Roberts. 


NADA President W. L. Mallon 
will make the dealer presentation. 
His report, it is understood, will be 
exhaustive and develop many sta- 
tistical angles not revealed here- 
tofore. 


NADA is known to have been 
working diligently since about 
dan. 1, in bolstering up its case 
against a dealer discount change. 
with official government statis- 
tics. Many of them which will be 
uncovered, it is said, never before 
have been made public. NADA, 
however, a spokesman said, has 
been able to obtain a release on 
them from the government, and 
dealer association officials are ob- 
viously pleased with the showing 
they expect to make. 

The assertion is freely made by 
those in close contact with the sit- 
uation that the NADA officials fa- 
miliar with the government figures 
believe they will positively cinch 
the dealers’ case for them. 

Following presentation to OPA, 
it was stated, the figures will be 
given to Congressional committees 
which have been following the 
dealer discount case closely. Several 
Congressional committees and indi- 
vidual congressmen, it was said, al- 
ready are urging OPA to keep them 
advised during the recess of any 
projected move in the discount case 
which would indicate a possible dis- 
count rate cut. 





SEVEN GENERAL MOTORS executives look over the scale model of the 


compan 
**More 
are: W. J. Davidson, executive engineer; 
vice- -president; Cc. L. McCuen, — > 
Alfred P. Sloan jr., chairman; C 


(See story and photos on Page 2 2.) 
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NEW AUTO COMBINATION. Joseph W. 


o 


Gea on 


‘} See eal ~~ 


Sw 





= = 
SR m ak 


on © 






> 


a <abo 








Frazer, left, and Henry J. Kaiser 


discuss formation of the Kaiser-Frazer Corp. and their auto production plans 
= —s along a catwalk in Kaiser’s Richmond (Calif.) ~ yard. The new 


auto team wi 
and a larger, medium- 
facilities. It is probable 
and on the 
pected to start next spring. 


Car Mortality 3,365 a Day; 


produce a lightweight low-cost ‘‘Kaiser’’ car on 
rice ‘‘Frazer’’ car in Detroit with Cceamtolen Motors 

that eventually both cars will be produced in Detroit 
Coast. Dealers handling both cars are planned. Production is ex- 


e West Coast, 


22,800,000 Still Left 


DETROIT.—Passenger cars are 
going off the road at a rate of more 
than 3,365 a day, it is revealed in 
a report on license registrations 
compiled by R. L. Polk & Co., 
statisticians for the automotive in- 
dustry. It is first such report since 
Pearl Harbor. 

Car mortality has averaged 
slightly more than 140 an hour, 
based on a comparison of car li- 
cense registrations in 1944 and in 
1941. Between July 1, 1941, and July 
1, 1944, a total of 3,585,089 passenger 
cars disappeared from the high- 
ways nationally, the report shows. 

Total U. S. car registrations on 
July 1, 1944, were 24,114,922 units, 
as compared with 27,700,011 in 


*s new Technical Center on the outskirts of Detroit, following the 
7 Through Research” luncheon in New York last week. Left to right 


C. E. Wilson, president; B. D. Kunkle, 


dent pa charge of ee engineering staff ; 
Kettering, vice- 
research, and Harley J. Earl, vice- -president in in op yg -f By of 


charge of the styling section. 





1941. No registration reports were 
compiled by Polk during 1942 
and 1943. 

(On the basis of a 3,365 daily 
mortality, as of today (July 30, 
1945) there are less than 22,800,000 
cars still on the road. Actually, 
however, the daily mortality has 
probably been accelerated by the 
increased age of cars.) 

Preliminary estimates reported 
previously by Polk were revised 
slightly in the final tabulation. In 
the preliminary report, it was esti- 
mated that national decrease in car 
usage in the three war years repre- 
sented a 13.18 percent drop from 
1941 totals. The final report shows 
the actual drop was 12.9 percent. 

For the first time since 1941, Polk 
also announced the total figures by 

(Continued on Page 22, Col. 1) 





By Mel Adams 
Staff Correspondent 


Dealer Absorption? 
Jo Roberts Believes That OPA Must Prove 


Case in Discount Battle 
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Kaiser-Frazer Output Slated ay Spring 


‘Dealers to Handle 
Cars i in Medium, 


w-Price Field 
Both Autos to Be Built 


In Detroit and on 
Coast Eventually 


By Pete Wemhoff 


Editor, Automotive News 


DETR OI T.—The low- 
'price ‘‘Kaiser’’ and the 
'medium-price “Frazer’’ cars, 
announced last week in con- 


nection with formation of the 
Kaiser-Frazer Corp., will probably 
be in production by next spring and 
will be marketed by distributors 
and dealers handling both lines. 

Joseph W. Frazer, head of Gra- 

ham-Paige which owns 50 percent 
of the Kaiser-Frazer stock (the 
other half being owned by the 
Henry Kaiser interests), declared 
in Detroit that at first the Kaiser 
car will be built on the West Coast 
(probably in the San Francisco 
Bay district) while the Frazer will 
be produced in Graham’s Detroit 
plant. Eventually, he said, both 
cars will probably be produced at 
both plants. 

Kaiser is chairman of the new 
corporation, while Frazer is pres- 
ident and general manager. It 
was reported that Atlas Corp. 
officials, including President 
Floyd Odlum, who have financial 
interests in both Graham and 
Kaiser companies, brought about 
the new corporation, which is 
capitalized at 5,000,000 shares at 
$1 par value. 

At Frazer’s press conference in 
Detroit, it was also revealed: 

Both the Kaiser and Frazer 

cars now under test include 
front and rear drives, as well as 
rear - engined jobs. It’s a 50 - 50 
chance that one or both of the cars 
will have front-wheel drive. 

Each car will have only one 

size chassis, but each will have 
several body styles. 

3 Interchangeable parts for both 
cars are planned eventually. 
Bodies for the Kaiser may be made 
on the Coast. 
4, No prices have been set for 
either car, but “they will be 
competitive.” The $500 car idea is 
out, declared Frazer, but the Kaiser 
“will be priced under $1,000.” The 
] (Continued on Page 14, Col. 1) 












| Philadelphia motor-car merchan- 
diser, Roberts said that “the only 


CHICAGO.—In the opinion of Jo | way I knew how my business was 


Roberts, head of the recently cre- 


ated OPA Automotive division, the|I had for new car _ sales,” 


run was on the basis of net profit 
and 


term “dealer discount” should be re-| added “if my cost was $30, there 


placed by “dealer 
absorption” and 
it’s up to OPA to 
prove its case. 

Roberts so 
stated in the 
course of his re- 
marks before the 
Automotive Trade 
Assn. Managers’ 
annual mid-sum- 
mer meeting here 
at the Drake 
hotel. 

As a former 


Jo Roberts 








could be no profit absorption until 
it reached $30.01.” 

“I believe it is up to OPA to 
prove its case on the dealers’ 
ability to participate in absorp- 
tion, rather than for dealers to 
prove it,” the speaker declared. 
“We have completed a model sur- 
vey, with Ford, General Motors, 
Studebaker and Nash men work- 
ing with us. We want to reach a 
determination on this matter of 
dealer absorption quickly. 

“My advice to dealers is not to 

(Continued on Page 6, Col. 4) 
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Birthplace of Future Progress .. . 


GM Plans for Tomorrow 


Huge Center Under Way to Advance 
Research, Ehgineering, Styling 


NEW YORK.—Citing modern 
science as the real source of eco- 
nomic progress and the creator of 
a higher standard of living with 
more and better job opportunities, 
Alfred P. Sloan jr., chairman of 
General Mottors, announced last 
week what is believed to be an en- 
tirely new concept of industrial re- 
search through corporation plans 
for what will be known as the 
General Motors Technical Center. 


This will consist of a group of 
buildings which will provide facili- 
ties to meet tomorrow’s needs for 
the corporation’s research, ad- 
vanced engineering, styling and 
process development sections of its 
general staff activities. 


The various buildings comprising 
the center will be grouped around 
a central esplanade within which 
will be a seven-acre lake which in 
itself fills a useful purpose in the 
' operations of the center. The build- 
ings will be of contemporary func- 
tional architecture. The center will 
be erected on property one and one- 
half miles long and about half a 
mile wide covering approximately 
350 acres, just outside of Detroit. 
Construction will start as soon as 
clearance on materials and labor 
can be obtained. 

“Naturally, the cost of such a 
project will be substantial,” Sloan 
said. “It should be looked upon as 


GATEWAY TO the new General Motors Technical Center on the outskirts of Detroit will be the Administration | 2" investment in industrial prog- 


building above. The project is estimated to cost about $20,000,000. 
ministration building will provide ample space for exhibiting GM products and incorporates an auditorium seating 1,200 


which will be available to all divisions of the corporation for meetings of all types. The Administration building will 
house the administrative staff and many other facilities used in common by the various groups at the Center. 


Some Service Held Essential 
To Tire Dealer’s Business 


Eprror’s Note: Herewith is the 
second in a series of articles on 
the tire industry’s postwar plans. 
The first article last week dis- 
closed that rubber companies dis- 
avow plans for expansion of their 
company-owned stores; that they 
are actively seeking more auto 
dealers as tire outlets and that 
there will be keen competition 
between tire stores and auto 
dealers on some service pro- 
cedures. 

By Jack Weed 
Service Editor 

Tire companies recognize that 
their dealers must provide some car 
service not only to get customer 
traffic flow but to protect the very 
sale of the tire itself. These ser- 
vices, such as front-end aligning, 
brake service and wheel balancing, 
which must be provided by the 
larger and better tire stores to 
make certain that the customer’s 
car is in such shape that the tire 
has an opportunity of giving the 
expected mileage, put the tire 
dealer in direct competition with 
the car dealer’s service shop on 
these services at least. It is only 
natural for the tire dealer to add 
lubrication and wash and polish 
as an added revenue producer with- 
out detracting from his main job of 
selling tires. 


The addition of these services to 
the tire dealer’s shop has also 
bro ;ht on another type of com- 
pe.ition, which incidentally has 
been fostered by the tire companies 
to provide additional revenue to 
help carry overhead—that of auto- 
motive accessory merchandising. 

This conflict in merchandising 
and service seems unavoidable un- 
less the two dealerships are wedded 
into one operation. 

Tire dealers and company-owned 
stores must provide the services to 
successfully compete with the mass 
marketers for their proper share 
of the retail tire business. Dealers 
particularly must have more rev- 
enue than seems possible from tire 
sales alone, to the end that they 
can afford the type of store that 
will attract trade. So their natural 
trend is to increase the competitive 
conflict by adding those accessory 
items that are quick-sale products. 

Company-owned stores have found 
it advisable, possibly necessary, to 
go into the merchandising of a wide 
and varied assortment of higher 
unit sale items such as household 
appliances, garden tools, sporting 
goods, wheel goods like bicycles 
and carts and, even in some in- 
stances, clothing and luggage, if 
they are to afford the “front” and 

(Continued on Page 22, Col. 3) 


MAN OF THE HOUR in this picture is Louis Milan (back row, left), who 
was elected president of the Automotive Trade Assn. Managers at the midsum- 


mer meeting in Chicago. 
Paul Graves, retiring directors; 


In order, alongside Milan, are C. 
Herman Schaefer, reelected as a director, and 


E. Anderson and 


Edward L. Cleary, reelected as secretary-treasurer. Front row (left to right), 
are Lee Moran, who becomes executive vice-president of NADA Aug. 1; William 


L. Mallon, NADA 


president; W. A. Williamson, retiring president of ATAM, 


and Ray Chamberlain, retiring executive vice-president of NADA. Missing in the 
group are Glen B. Atcheson, newly elected ATAM vice-president and director; 


C. Ray 
as a director. 


Palmer, who was added to the board, and Walt R. Hamer, reelected 


Lawmakers Get 
Dealer Views 


On Car Prices 


WASHINGTON. — Congressmen 
home for summer vacations will 
keep abreast of developments in 
the new - car pricing situation 
through talks with local dealers 
and study of a national dealer sur- 
vey being conducted by NADA. 

The dealer-lawmaker chats will 
supplement a meeting of the OPA 
Industry Advisory committee, to 
discuss the dealer discount July 
31-Aug. 1 in Chicago. OPA has 
also taken a sampling of dealer 
opinion on the proper discount 
for the cars now rolling into pro- 
duction. 

No public announcement of prog- 
ress in the auto pricing situation 
has as yet been made by OPA 
following the conferences between 
manufacturers and OPA officials 
in Detroit. 

A full resume of the discount 
facts, an NADA spokesman said, 
will be sent to members, who will 
be asked to supplement these fig- 
ures from their own experiences. 
Congress then will have both a 
national and grass roots picture to 
guide its thinking as to what is a 
fair attitude toward the dealers in 
the pricing of new cars. 

Dealer reports from the field 
continue to pour into NADA head- 
quarters in reply to its question- 
naire, it was said. A complete 
survey of the replies received thus 
far will be made at the committee 
meeting. 

James F. Brownlee, deputy price 
administrator, announced that his 
organization is close to a final de- 
cision on requests for price in- 
creases in the aluminumware, 
washing machine, radio cabinet, 
lawn mower and vacuum cleaner 
fields, but nothing was said about 
new cars. 


Italy Seen Competing 


In World Auto Trade 

MONTREAL. —Italy’s motor 
trade is planning to compete in 
the world market in a big way, 
reports the London Daily Mail 
special correspondent in Rome. 

Two new types of cars are al- 
ready on the drawing-boards 
and may soon be under con- 
struction. One model is made by 
Fiat an dthe other by Isotta 
Fraschini. The Fiat project is a 
midget four-seater which is ex- 
pected to do especially well in 
the British market. 


With a frontage of approximately 1,000 feet, the Ad- | ress.” 


In making this announcement at 
a “More Jobs Through Research” 
luncheon in New York’s Waldorf- 
Astoria before a_ representative 
group of scientists; educators, ed- 
itors, engineers and industrialists, 
Sloan further declared: 

“This new technical center rep- 
resents long-considered plans of 
General Motors to expand, at the 
right time and on a broad scale, its 
peacetime research, engineering 
and development activities, and 
even more progressively pursue its 
prewar policy of continual product 
improvement. 

“Thus it is planned to accelerate 
the development of new products 
through the utilization of new in- 
ventions as well as the application 
to the art of meta: fabrication of 
scientific knowledge through the 
use of materials and advanced 
technological processes discovered 
and developed over the years. The 
end objective is more and better 
things at lower prices, thus expand- 
ing job opportunities and contrib- 
uting to an advancing standard of 
living. 

“Modern science is the real 
source of economic progress.” 


As outlined by General Motors 
executives at the luncheon, the cen- 
ter will bring together at one place 
and at a location physically closer 
to the manufacturing divisions, the 
research and experimental develop- 
ment facilities of the corporation. 
This regrouping of facilities will 
provide for a more rapid inter- 
change of ideas among the tech- 
nical personnel of the corporation. 

“Facilities are only a part of the 
story of the technical center con- 
ception,” said Charles F. Kettering, 
vice-president and director of re- 
search. “The more important factor 
has not been overlooked—the men 
to use these new facilities—the men 


PAUL W. LITCHFIELD, board chairman of Goodyear Tire & 
has just completed four and a half decades of service with that 


who can make ideas grow into 


terial things. We know the prob- ‘es 


lems of the future are going to rez 
quire for their solution not on 


the best facilities but the ablest of s 


men to use them intelligently.” 

C. E. Wilson, president, empl 
sized the fact that the new cen- 
ter would not in any way change 
the General Motors concept o 
divisional responsibility for each 
division’s own product engineer 
ing. 

He stressed that the activitie 
being moved to the center had n 
direct product responsibility for 
any of the products being produceg 
in the manufacturing divisions. 
pointed out that the center will be 
purely a technical fact finding ang, 
experimental development activity 

However, he said, by a close 
liaison between the center and t 
manufacturing divisions, executive: 
of the divisions who have the ree 
sponsibility for product develop 
ment and processing can make de= 
cisions affecting their activitie 
with greater assurance and wi 
less loss of time. 


As revealed in a series of colo 
slides shown by W. J. Davidse 
GM executive engineer, and in @ 
model of the new technical center 
which was unveiled at the close ¢ 
the luncheon, the entire center is 
so designed that several building 
can be added as the need arises. 

Recognizing the important p 
the automobile will play in the 
ture, the layout of buildings and 
roadways throughout the cente 
will represent the latest thinking ig 
area planning and traffic control 


Officers Reelected~ 
By Auto Council 
And AMA 


DETROIT. — Officers and diree- 
tors of the Automobile Manufactu 
ers Assn. and the Automotive Coun- 
cil for War Production were 
elected last week, Alvan Macaule 
president of both groups, ans, 
nounced. ‘ 


In addition to Macauley, chair- 
man of Packard, other officers of 
AMA include Paul G. Hoffma 
Studebaker, and Robert F. Black, . 
White Motor, vice - presidents 
George W. Mason, Nash-Kelvinato 
treasurer; Albert Bradley, Gene 
Motors Corp., secretary. ' 


Directors re-elected for th 
year terms are Hoffman, Macauley, 
P. V. Moulder of International Har 
vester Co., and C. T. Ruhf of Mack 
Mfg. Co. George Romney is general 
manager. : 

ACWFP officers, in addition to 
Macauley, are Clarence W. Avery 
Murray Corp. of America; Black} 
Cc. C. Carlton, Motor Wheel, and 
Hoffman, vice - presidents; Geo 
W. Mason, treasurer; John. W: 
Anderson, Anderson Co., secr 

Directors re-elected for A 
three-year terms are Avery, Carl- 
ton, Hoffman, Mason, Ward ‘M. 
Canaday of Willys-Overland M 
tors, Inc., and K. T. Keller of 
Chrysler Corp. A. T. Colwell 
Thompson Products, Inc., was re 
elected for a one-year term. Rom- 
ney is managing director. 


Rubber c 7 
organiz 


He is shown receiving a 45-year company service pin from Goodyear Presi@emt 
E. J. Thomas. Litchfield started at Goodyear as cupestatondent’ in 1900. G 
standing among his many contributicens to the rubber industry are his deve 
ment of the straight side tire, the cord tire, the first pneumatic tires adaptall 
to motor trucks and buses, and the Diamond Tread. < 


Se en CL AEG ens bat Sap 


i 
rs 




















































\ ENTION was made of the 
-YE union organization of dealers’ 
echanics in Anaconda, Mont., in 
this column recently. It would per- 
aps be illuminating to many to 
ead the following letter from oy 
Murray, well known dealep” in 
eSutte, Mont., who handles the Bu- 
ick and Chevrolet lines, fogether 
with a statement by ueorge I. 
artin, manager of t Associated 
Industries, of that Zity, to whom 
Murray refers. 
“Dear Mr. Muny: 
I read your 4fticle in your col- 
umn in the AYtomotive News July 
“ issue regarqing:- union mechanics 
in Anaconda/’ Mont., and I thought 
you would foe interested to get our 
ry. I’ve been in the auto- 
usiness 25 years and there 
ays been a closed shop in 
all defartments of the automobile 


























































= “Our collective bargaining 
,agency for all employers is the 
Associated Industries, and all of 
,our contracts with the unions are 
written through this bargaining 
pmployers agency. 
“I let Mr. George I. Martin, man- 
»ger of our employers association 
read your article, and he volun- 
teered to write a little history re- 
garding Butte unions which I am 
enclosing with the hope that it 
vill be of some interest to you.” 
bigned — Roy Murray. 

* * * 


“GL, nion Agreement 
s 30 Years Old 


UTTE has been known for over 
30 years as the ‘Gibraltar of 
nionism,’ not only insofar as the 
tomobile business is concerned, 
but in all lines of production and 
distribution. 
Initially, this 100 percent union 
organization was due to the efforts 
a large and powerful hardrock 
iners’ union, and even during the 
interval when the miners in the 
i pper mines of Butte were not 
“Srganized, all of the miscellaneous 
and building trades in Butte have 
mpletely dominated the labor 
onditions. 
“The first collective bargaining 
: reement between the automobile 
machinists union and the Silver 
ow Employers’ Assn. was nego- 
ted in 1915 and continuously 


No Help 


ODT Aide Keeps 


a 


AST LIVERPOOL, O.— This 
_case may seem to be no great 
Qs in the total events of the 
V orld. 
It does, however, illustrate how 
inor bureaucrat can impede the 
war effort as well as block the re- 
~farn to business of a man who has 
ec his country three years 
overseas. 
ven that might not matter so 
@:: were it not for the fact that 
too many minor bureaucrats, their 
= ds inflated with the power of 
mir little rules, make for one big 
mess. ; 
ack Norton was in the trucking 
business when war came. He got 
ip early—in 1942. After serving 
- years overseas, he returned 
to take up where he left off. 
Ie hat looked like a good bet at 
i t. The government was pledged 
to help veterans reenter business. 
‘ government was also pledged 
@.i small business itself. _ 
And he found business anxious 
tens a helping hand.. So Nor- 
t arranged a contract with the 
Hays Oil Co. of East Liverpool, 
@ling contractors for the Ohio 
ison Co. The contract calls for 
delivery of 25,000 tons of coal 
onth and is one of the highest 
»riority defense contracts in the 


Gren Norton went in search of 
a truck. Tom Carroll, of Carroll 

or Sales (Ford - Mercury - Lin- 
com), offered help. He had a 1942 
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Dealers’ or salesmen’s comments, 
addressed to John O. Munn in 
and the writer's name will be kept in 


By John O. Munn 








questions or requests may be 
care of Automotive News, Detroit, 
Confidence if requested. 








since that time there has been a 
working agreement between those 
two organizations. The union has 
been conservative in its policies 
and has had excellent leadership. 

“As an instance of the intelli- 
gent cooperation between the two 
organizations, the agreement 
calls for 40 hours work and time- 
and-a-half for all time worked 
over that. When the present 
shortage of competent mechanics 
became drastic, the union volun- 
tarily relinquished the overtime 
pay and has for several years 
worked Saturdays at straight 
time. 

“Shops and agencies are com- 
pletely organized except for office 
employes. The teamsters’ union 
controls all washing and greasing 
of cars. The clerks’ union controls 
all pumping of gas and selling of 
parts. All salesmen are members 
of the teamsters’ union, segregated 
in a group under a separate agree- 


ment. 


* * 


Unionizing Stations 


Takes Only 2 Weeks 


_. opinion is that it is very 
easy to organize all the em- 
ployes of an agency if a powerful, 
well organized teamsters’ union is 
in control and part of the Trades 
and Labor Council. 

“As an example of how easily 
such things can be done in a 
community, up until a few years 
ago the filling stations in Butte 
were not organized, but with the 
help of the machinists’, team- 
sters’ and clerks’ union, the or- 
ganization of all of the filling 
stations in Butte was completed 
in less than two weeks after the 
initial steps were taken. 

“The present Butte scales in the 
automotive industries are as fol- 
lows: 

“MECHANICS $10.60 eight- 
hour day, time-and-a-half for 
overtime, double time for holidays 
and Sundays. 

“TEAMSTERS—Lubrication and 
grease rackmen: $7.65 per day. Car 
washers: $8.00 per day. 

“TEAMSTERS’ SALESMEN DI- 
VISION — 7 percent, with a $25 
per week guarantee. 

“CLERKS — $35 per week mini- 
mum.” Signed — Georce I. Martin, 
manager of Associated Industries. 


Wanted 


War Vet, Truck 


* 





In Cold Storage 


truck, held in storage for the last 
three years, waiting for the gov- 
ernment to put it to work in the 
war effort. 

Norton sent in his ODT applica- 
tion to purchase the truck. He in- 
cluded a letter of verification from 
the Ohio Edison, a copy of the lease 
contract with Hays Oil, a certified 
copy of his Army discharge papers 
and a certificate of availability 
from Carroll Motor. 

Then the little man in the Office 
of Defense Transportation in Cleve- 
land stepped in. He refused the 
application on the basis that no 
certificate of war necessity was 
issued to Norton. 

Inasmuch as it is necessary to 
have a registered unit and estab- 
lished operation to secure a certifi- 
cate of war necessity, Norton was 
puzzled. How could he have an 
established operation when he was 
overseas for the last three years? 

This fact was called to the atten- 
tion of the little man of ODT, and 
the application was resubmitted. 
But Norton found that he couldn’t 
reason with a little man who wants 
to throw his little rules around. 

So now that 1942 truck still rests 
in storage. The Ohio Edison isn’t 
getting much needed help in haul- 
ing its coal. A war veteran, ready 
and willing to pitch into work on 
the home front, is kept in storage. 

And the little man of ODT is in 
storage, too—in storage with his 
little rules. 





Dealers Demand 
Age Allowance 


On SSR-49 


DES MOINES, Ia.—Some allow- 


ance for age of cars and trucks 
should be provided in new controls 


over the price of repair jobs, sched- 
uled to go into effect Sept. 1, it 
was urged by automotive service 
dealers from this area at a meet- 
ing held last week at the call of 
the district OPA. 

More than 100 of the service men 
indorsed the idea of stretching the 
time limits to be set on various 
repair jobs, if the car or truck 
has been driven more than five 
years. 


“The average car we get to re- 
pair these days has gone 40,000 
to 50,000 miles in the last three 
years and is probably six to eight 
years old,” one service dealer said. 

“It takes more time to do work 
on an old model and it’s harder 
to get or make replacements. 
That’s why I think we should 
get 10 percent longer working 
time for each extra year the 
car has run.” 

An example was cited of how 
such a plan would work for a 1937 
car brought into a shop for a 
repair job which, under the new 
OPA time limit, is restricted to 
four hours. The car, however, is 
eight years old, three years past 
its normal life. Therefore, the re- 
pair job time limit would be boost- 
ed 30 percent, or from four hours 
to five hours, 12 minutes. 


OPA officials here said they 
would submit the suggestion to the 
regional office for consideration. 


In explaining the price control 
plan, R. F. Sparks, of the OPA 
price division, said SSR 49 should 
be considered “protection of the 
automotive service field from chis- 
elers.” ; 

Asserting that OPA has no in- 
tention of forcing a hardship with 
the new regulations, he declared 
its aim is to allow fair competi- 
tion and still hold the line against 
inflationary forces. He said the new 
OPA time limits were based on 
factory manuals and commented 
that the regulations might be 
“pretty tight” for service men who 
were not authorized dealers for 
various manufacturers. 


One dealer pointed out to Sparks 
that Des Moines mechanics will 
refuse do do repair jobs on a flat 
rate pay basis because of union 
agreements which provide them 
hourly pay. 


U. C. Sales Hit 193 


In San Antonio 


SAN ANTONIO, Tex.—Used car 
sales for the month of June, as 
reported by the dealer-members of 
the San Antonio Automobile Deal- 
ers Assn., totaled 193 units, the 
same number sold during June, 
1944. 


The report shows that there were 
403 cars on hand at the start of 
the month, with sales totaling 193 
units for a unit turnover of 48 
percent, a turnover value of 62 
percent, and that there were 313 
cars on hand at the end of the 
month. 


During the past year, the aver- 
age value of the cars sold here 
has declined between $125 and $150. 


Denver Dealers Frost 


New Car Fever 

DENVER. — Dealers here are 
combating the new-car fever which 
is causing a decline in serice busi- 
ness. 

For example, the Chevrolet deal- 
ers here have been using news- 
paper space. A half-page ad ap- 
peared in leading newspapers last 
week and the week previous. This 
ad, featured over the names of 
the nine Chevrolet dealers of this 
city, was entitled: “Neo New Cars. 
The Average Owner Will Not Be 
Able to Get a New Car for a 
Year or Longer.” The balance of 
the ad was given over to facts 
concerning the production of new 
cars and why it will take time 
to get enough cars on the market 
to satisfy all the motorists want- 
ing new ones. 


Want to buy or sell new or used cars? 
Classified Want Ads (see inside back cover) 
will solve your problem. 
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SHOWN CONFERRING together in Hartford, Conn., on the problems facing 
reconversion in the automobile industry are, left to right: Harry M. Sloate, 
eae of Sloate Chevrolet Co.; Henry P. Nelson, director of reconversion of 


B for the automobile industry; Richard F. V. 


Stanton of West Hartford, 


former consultant of the tool division of the WPB, and W. C. Stauble, execu- 
tive vice-president of the Holo-Krome Screw Corp. of Hartford. 





DENVER.—A district price clerk 
of a war price and ration board 
may not make final determination 
of a ceiling price and anyone 
accepting his price quotation and 
acting on it may be sued by the 
government to recover any amount 
obtained over the proper ceiling 
price, but treble damages may not 
be awarded against the ceiling 
price violator. So ruled Judge Eu- 


Want to See’Em 
Before They 
Sell "Em 


BALTIMORE, Md. — (UTPS) — 
Leaders among the automobile 
dealers here were checked anent 
1942-model cars and the result of 
the survey disclosed that there 
were only three shiny new ones 
of the total of 6,000 in the nation 
on which the OPA removed ration- 
ing restrictions. 


However, these three cars which 
the dealer has been guarding with 
great care since January, 1942 are 
on order. 


The day prior to the restric- 
tion lifting, telephones rang in- 
cessantly in the salesrooms of 
automobile dealers as would-be 
buyers called up to “put in” for 
one of the “unfrozen cars” or 
“to get in line for the purchase 
of one of the new cars coming 
off the assembly lines.” 

Although they were listened to, 
they had no reassurance that new- 
ear deliveries will be in volume in 
the very near future. Dealers were 
quite disheartening in their replies 
and for the reason that large-scale 
production of motor cars seems to 
them a good way off. 


For example, 10 new car dealers 
contacted, disclosed that they sold 
in 1941 9,655 new automobiles and 
anticipated that they will get 192 
automobiles of the 240,000 units the 
industry has been allowed to build 
in the second half of 1945. 

According to Edgar Hasenkamp, 
sales manager of the Anderson Mo- 
tor Co., one of the largest Chev- 
rolet dealers here: 

“During 1941 we sold 2,310 new 
cars. It is our understanding that 
our share of the scheduled 1945 
production will be 12 cars.” 

Martin Bros. sold 625 Fords in 
1941, and George Martin, execu- 
tive of the firm said: “If we get 
half a dozen cars before the end 
of this year we will consider 
ourselves lucky.” 

Brooks Price Co., distributor of 
Buicks, sold 1,241 cars in 1941 and 
hopes for 25 “at best” during the 
rest of this year. 

Bob Fleigh, who has the Stude- 
baker line, sold 1,500 new automo- 
biles in 1941, expects to receive 41 
in the closing months of this year. 

C. Markland Kelly, who sold 1,500 
new Buicks in 1941, said: “It is too 
hazardous to speculate on how 
many new cars we will get out of 
the authorized 1945 quota.” 

B. Brooks, president of the Au- 
tomobile Trade Assn., just back 
from a state-wide trip in the inter- 
est of the industry said: 

“I’m glad to report that I found 
only three dealers in the state that 
have accepted orders from cus- 
tomers for new cars.” 






Clerk’s Word Worthless 


Denver Court Rules Seller Liable If OPA’s 
Ceiling Is Violated 


gene Rice in U. S. District court 
here last week. 

The ruling was made in a case 
in the court here in which the 
OPA sought to recover $438.75 from 
Esther Crystal Pickett of Boulder, 
Colo., who, they charged, sold a 
truck for that much over the cor- 
rect ceiling price in January, 1942. 


Mrs. Pickett testified she took the 
figures of the original purchase 
price of the truck and a statement 
from David Appel, former owner 
of the truck, of the extra equip- 
ment he had purchased, to the 
price clerk of the ration board in 
Boulder. Together they figured the 
ceiling price of the truck on the 
basis of 85 percent of the new 
purchase price, she stated, and the 
figure given her as correct was 
$1,508.95, the amount she received 
from the truck. 


OPA maintained the correct per- 
centage of the new purchase price 
that should have been used in fig- 
uring the ceiling price was 73 
percent. 


Judge Rice held that since she 
relied on the clerk’s advice she 
was acting in good faith and the 
government could not collect treble 
damages against her. 


62 Shop Jobs 
Open to Vets 
In Massillon, O. 


MASSILLON, O.—More than 400 
jobs in small businesses, stores and 
auto garages are awaiting return- 
ing veterans here, a survey just 
completed reveals. 


The most promising field was 
found in automotive repair and 
servicing, where 62 jobs were listed. 
In this field it was found that there 
exists an acute shortage of experi- 
enced mechanics and as a result 
repair shops are weeks. behind 
schedule on work accepted. 


Out of 530 employers interviewed 
during the survey, almost 50 per- 
cent said they were ready to put 
qualified veterans to work imme- 
diately in their business. 









Surplus Car Tax 
In Doubt in Mont. 


HELENA, Mont.—The Lewis and 
Clark county assessor-treasurer has 
asked Montana’s attorney-general 
whether surplus cars come under 
the new January assessment law, 
or whether they are exempt under 
the clause covering moving stock 
inventory necessary for conducting 
business. 


According to the law, new ve- 
hicles are to be assessed and taxed 
until the next succeeding January 
without exemption, but no specific 
statement covers used cars or 
trucks coming into Montana after 
Jan. 1. 


1,578 Car Sales in Canton 


CANTON, the 1,578 certificates 
of title issued during June here, $31 
represented new cars, 308 represented 
used cars s30ld by dealers and 1,239 
represented used cars sold by indi- 
viduals. 
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ne nk“ 7 OUR FIELD DEFINED 


aM Automotive: Self-propelling, hence, of, pertaining 
to, or concerned with, vehicles or machines, as auto- 
mobiles, airplanes, or motorboats, that contain with- 


in themselves means of motion, control, & direction, 
as, automotive engineering.—Webster’s New Inter- 
national Dictionary. 


3, 1879 
Papers 


Leading the Way 
S°. MUCH has been said about the spirit of the automotive 
industry that Washington, and possibly much of the 
public, think that the talk about the leadership that is 
exemplified in the industry is propaganda. 

No one can deny, however, that the decision of General 
Motors to build a great Technical Center in north Detroit 
at a cost upwards of $25,000,000, isn’t definitely and con- 
cretely showing the world that at least one factor in this 
great industry is looking ahead far into the future to 
provide more jobs for men and greater comfort and pleasure 
in the life of our citizens. 

General Motors doesn’t have to build this great center 
now at the peak of construction costs; it could very well 
get along with present engineering facilities. But General 
Motors is a type of leader that doesn’t wait for government 
aid on such a project. 

The entire automotive industry, as exemplified by this 
General Motors action, believes in doing the things it talks 
about — in developing new products, new production tech- 
niques, new methods and materials to provide, President 
Sloan so aptly put it, “more and better things at lower 
prices.” This will expand job opportunities and contribute to 
the advancing standards of living. 

“Prepare for tomorrow yesterday, build for tomorrow to- 
day” has always been an automotive industry axiom. It has 
resulted in a car for nearly every family, trucks that provide 
lower living costs through faster and more economic trans- 
portation—all at continually lowered prices. , 

Technological advancement made it possible and General 
Motors is to be congratulated upon the vision that prompts 
this extra effort and expenditure towards this end. 


Here’s a Solution 

HE calamity howling machine has been turned on again 

in Washington. We are facing a transportation break- 
down and, to move troops, all civilian travel must be cur- 
tailed — everything is non-essential but troop movement, 
according to the broadcasts. 

Business is being asked to kindle the spark of peacetime 
prosperity, yet Washington makes it just as tough for 
businessmen to negotiate business as possible. Sleeper trains 
are discontinued and busy men must waste time in day 
coaches while OPA in its blundering way continues to cut 
gasoline allowances for businessmen who must travel in 
order that business can be converted to a peacetime basis. 

Cars will soon be in regular production, and next to the 
largest new civilian domestic truck production output the 
industry has ever had, has been authorized for this year. 

Why not let the great automotive transportation reservoir 
relieve the crowded rails? Instead of cutting businessmen’s 
gasoline allowances, give them what is necessary to properly 
conduct their business and do their essential traveling and 
make fuei available for trucks to haul the products of indus- 
try within economic transportation limits. 

The added mileage necessary to relieve rail congestion 
certainly wouldn’t materially increase the tire replacement 
problem during the next six months. 

By that time rail congestion should be on the wane, pas- 
senger car tire production should be up and, in the meantime, 
business could proceed along its road to civilian goods manu- 
facture in an orderly manner. 


NEW YORK, July 24.—Maybe it 
was because, as our host Alfred P. 
Sloan jr., said, “This is the first 
luncheon General Motors has held 
since we adopted the — —. 

tory is our busi- 
AT THE ness’.” Maybe it 
FEET OF 


was pony I 
had the good for- 
GREATNESS tune to sit at 
“Boss” Kettering’s table and hear 
him spar with two or three promi- 
nent newspaper publishers over his 
opinion of present day columnists 
and express his belief that they 
only confuse the minds of present 
day readers. Maybe it was because 
I was in on the birth of another 
epigram from his flashing mind 
when he answered the publisher 
who questioned his belief in a free 
press, “Sure, I believe in a free 
press but not a loose press!” 
* ~ * 


In his later address (without 
benefit of notes, by the way) he 
explained so simply a child could 
have understood the purposes of 
the new General Motors technical 
center to be built within 12 miles 
of downtown Detroit, of which he 
will be the head. Elsewhere in this 
issue you will find a complete de- 
scription of this post#var project 
which will involve a proposed ex- 
penditure of $25,000,000 and which 
probably will cost much more. A 
great research laboratory compar- 
able to our largest university 
campus and occupying an area 
approximately the size of New 
York’s Central Park. 


* * * 


But I think you would be inter- 
ested in some of the quotes I made 
from Kettering’s speech, for in- 
stance: “So, this research problem 
of ours is thinking of something 
that is about 20 or 25 years ahead. 
There are many advantages in 
that from our standpoint. One is 
that you can’t get checked up too 
easily, but entirely apart from that, 
we have to be thinking ahead and 
that is the reason why most people 
think research guys are screwy.” 
As an example, he said: “When you 
take a simple thing like a piston 
ring — not that we intend to do 
this, but just as an example — we 
use four rings on a piston and 
when you put four rings per piston 
on a 6-cylinder engine, that is 24 
rings to an engine and if you are 
making 15,000 cars a day, you peo- 
ple who have a good faculty for 
multiplying can find out that is 
quite a lot.” 

* 


* * 


“There is one thing we have in 
this, country which I don’t think 
has ever been duplicated anywhere 
else and that is this understanding 
of the thing we call ‘mass produc- 
tion,’ that is, making things ex- 
actly alike. The printers and news- 
paper publishers have been doing 
just this for years. In fact, the 
first mass production application 
was the art of printing where you 
write something down, you set it 
up in type and no matter how 
many pieces of paper you put 
through there, they all read alike. 
We have carried that thing over 
into the production of modern 
things. Given a machine gun or 
what-have-you, you don’t have to 
know anything about a machine 
gun to make one. All you have to 
do is make sure the product turned 
over to you will work. Then, you 
take that gun and break it down 
into pieces and if you make those 
pieces to exactly duplicate the or- 
iginal pieces, you can’t make any- 
thing but machine guns out of 
them when you put them back to- 
gether in the end.” 


* * * 


Then, referring to the pictures of 
the 25 million dollar project which 
had just been shown on the screen, 
he dropped another typical “Boss 
Ket” epigram which will go down 
in history, I am sure. “We all 
know one of the great funda- 
mental limitations of all our hu- 
man endeavor is right up here in 
our head. It takes all these build- 
ings and machinery to overcome 
the density of this simple quarter 
of an inch of bone!” It does one 
good, I thought, once in a while 
to sit at the feet of the great! 
—G.M.S. 


‘ oh OGGIE LOOKS ar 


g the AUTO NEWS. & 


€ wi 


mi ' << 
»®@ Yer! Peace ADS. 


——In This Corner 
‘Junkman’s Delight .... 


The views expressed in this 
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are those of our readers. 


Someday facilities and shouid fill the ord 


Why do we shun surplus sales? 

We made several trips and spent 
considerable time until we found 
out there was nothing offered ex- 
cept for junk dealers. 

Someday, however, some good or 
at least usable trucks and cars 
will be offered. That will be the 
time we will make a mistake and 
stay home. — Ceci Davis, manager, 
Wherry Service Station, Pawnee, 
City, Neb. 


A Football? 


In your issue of July 16 you 
asked why we shun government 
sales. 

Did it ever occur to you that the 
automobile dealer as a whole has 
been tossed around like a football? 

And when it comes to govern- 
ment business, who in hell is going 
to hire a staff of Philadelphia law- 
yers to interpret what the govern- 
ment wants and how it wants it 
and when it wants it? 

There are more damn blanks to 
fill out and after you do, there is 
so much time wasted that there 
is no chance to get your money 
back, let alone the chance for 
any profit. 

This is the reason I don’t care 
for any government business at all. 

Let the government take the red 
tape off the red wrapper that they 
use on their red herring and some 
of us will feel free to bid on 
both sales to and from the govern- 
ment.—MASSACHUSETTS DEALER. 


Surplus Parts 


You asked for comments regard- 
ing surplus parts for sale at gov- 
ernment depots. We should think 
that all parts would be cataloged 
and identified so that the prospec- 
tive purchaser will know exactly 
what is being offered for sale and 
should be allowed to bid on his 
requirements. 


The government should have 


and make shipments the same as 
the manufacturer would. 


Another idea that could be work- 
ed out would be for the MEW. z 
NSPA to accept deposits from t 
members. 
these surplus parts and ae 
them to the members that cud- 
tributed. 


This might not meet with the 
proval of the parts manufacturers 
but it would undoubtedly ease th: 
situation some on the parts t 
are available. The manufacturer 
can always repurchase this 
chandise on bids and redistri 
to their distributors. 


Generally speaking, the amos 
are such that an individual pafts 
jobber is in a position to handJe 
the quantities for sale. & 


te 
This is my own personal idea 
and does not necessarily have dae 
approval of our company ex®vu- 
tives.—H. M. Sines, manager, 
Pennsylvania Rubber & Supply 
Columbus, O. 


Nothing but Junk 


Thirty days ago I returned to 
the active management of ® 
Davis Auto Co. after spen¥ing 
three years as an officer in the 
Ordnance department. i 
say, I have found Automotive 8 
a great help in bringing me up to 
date on the industry. e 

I was particularly interested in 
your article concerning the gps 
sale of government property. Wu 

(Continued on Page 18, Column 5) 
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TORO FIRST 


WITH ASSEMBLY LINE PRODUCTION 
OF 1946 CARS 


On July 3, 1945, the first automobile produced on 
an assembly line in the United States since February 
1942, rolled out of the Ford Rouge plant. 

Of course, the Ford Motor Company is still 
engaged in the production of equipment to speed 
the end of the war... as fully engaged as the armed 
forces require. But a portion of the Rouge plant, not 
needed for war production, has been reconverted 
to the production of the new 1946 Fords. This has 
been done with the full approval of the Govern- 


ars for civilian use produced by any 


1942, 
in since February 7; ‘ 

i anufacturing company phat 
spent é the Ford Motor Company oe - ices 
nae Tr ener shows a 1946 Ford se ie 

day. Lhe 
iced on the moving chassis. 
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FORD MOTOR 


Coon 7 


FZ 


ment in order to produce automobiles urgently 
needed for essential users. 

Immediately after the “green light” for motor 
car production was given, the first automobile 
rolled off the line. Naturally, it was a Ford V-8 
and they’re still coming .. . slowly it’s true, con- 
sidering the urgent need for new cars .. . but 
welcome forerunners of the millions of Fords to 
come just as soon as conditions permit. 


= : ‘11 include two 
ae gf antago sedan-coupe, 
Oe. Nine Ford Motor Company 
ease pacts of the country are being 
s or both. 


Here is the ¢ 
and four-door sedans; 
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readied for production of ca 


—_—— 


——.* Reprinted from July 3 
issue of Detroit News 
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in themselves means of motion, control, & direction, 
as, automotive engineering.—Webster’s New Inter- 
national Dictionary. 
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NEWS 


Leading the Way 
S°. MUCH has been said about the spirit of the automotive 
industry that Washington, and possibly much of the 
public, think that the talk about the leadership that is 
exemplified in the industry is propaganda. 

No one can deny, however, that the decision of General 
Motors to build a great Technical Center in north Detroit 
at a cost upwards of $25,000,000, isn’t definitely and con- 
cretely showing the world that at least one factor in this 
great industry is looking ahead far into the future to 
provide more jobs for men and greater comfort and pleasure 
in the life of our citizens. 

General Motors doesn’t have to build this great center 
now at the peak of construction costs; it could very well 
get along with present engineering facilities. But General 
Motors is a type of leader that doesn’t wait for government 
aid on such a project. 

The entire automotive industry, as exemplified by this 
General Motors action, believes in doing the things it talks 
about — in developing new products, new production tech- 
niques, new methods and materials to provide, President 
Sloan so aptly put it, “more and better things at lower 
prices.”’ This will expand job opportunities and contribute to 
the advancing standards of living. 

“Prepare for tomorrow yesterday, build for tomorrow to- 
day” has always been an automotive industry axiom. It has 
resulted in a car for nearly every family, trucks that provide 
lower living costs through faster and more economic trans- 
portation—all at continually lowered prices. , 

Technological advancement made it possible and General 
Motors is to be congratulated upon the vision that prompts 
this extra effort and expenditure towards this end. 


Here’s a Solution 

HE calamity howling machine has been turned on again 

in Washington. We are facing a transportation break- 
down and, to move troops, all civilian travel must be cur- 
tailed — everything is non-essential but troop movement, 
according to the broadcasts. 

Business is being asked to kindle the spark of peacetime 
prosperity, yet Washington makes it just as tough for 
businessmen to negotiate business as possible. Sleeper trains 
are discontinued and busy men must waste time in day 
coaches while OPA in its blundering way continues to cut 
gasoline allowances for businessmen who must travel in 
order that business can be converted to a peacetime basis. 

Cars will soon be in regular production, and next to the 
largest new civilian domestic truck production output the 
industry has ever had, has been authorized for this year. 

Why not let the great automotive transportation reservoir 
relieve the crowded rails? Instead of cutting businessmen’s 
gasoline allowances, give them what is necessary to properly 
conduct their business and do their essential traveling and 
make fuel available for trucks to haul the products of indus- 
try within economic transportation limits. 

The added mileage necessary to relieve rail congestion 
certainly wouldn’t materially increase the tire replacement 
problem during the next six months. 

By that time rail congestion should be on the wane, pas- 
senger car tire production should be up and, in the meantime, 
business could proceed along its road to civilian goods manu- 
facture in an orderly manner. 


NEW YORK, July 24.—Maybe it 
was because, as our host Alfred P. 
Sloan jr. said, “This is the first 
luncheon General Motors has held 
since we adopted the slogan, ‘Vic- 

are SS oe fe 

s’. aybe it 

FEET OF was neenune I 

: Z tune to sit at 

Boss Kettering’s table and hear 
him spar with two or three promi- 
nent newspaper publishers over his 
opinion of present day columnists 
and express his belief that they 
only confuse the minds of present 
day readers. Maybe it was because 
I was in on the birth of another 
epigram from his flashing mind 
when he answered the publisher 
who questioned his belief in a free 
press, “Sure, I believe in a free 
press but not a loose press!” 

* » * 


In his later address (without 
benefit of notes, by the way) he 
scription 6P time’ yus. child, conld 
which will involve a proposed ex- 
penditure of $25,000,000 and which 
probably will cost much more. A 
great research laboratory compar- 
able to our largest university 
campus and occupying an area 
approximately the size of New 
York’s Central Park. 


* * * 


But I think you would be inter- 
ested in some of the quotes I made 
from Kettering’s speech, for in- 
stance: “So, this research problem 
of ours is thinking of something 
that is about 20 or 25 years ahead. 
There are many advantages. in 
that from our standpoint. One is 
that you can’t get checked up too 
easily, but entirely apart from that, 
we have to be thinking ahead and 
that is the reason why most people 
think research guys are screwy.” 
As an example, he said: “When you 
take a simple thing like a piston 
ring — not that we intend to do 
this, but just as an example — we 
use four rings on a piston and 
when you put four rings per piston 
on a 6-cylinder engine, that is 24 
rings to an engine and if you are 
making 15,000 cars a day, you peo- 
ple who have a good faculty for 
multiplying can find out that is 
quite a lot.” 

* o* * 


“There is one thing we have in 
this. country which I don’t think 
has ever been duplicated anywhere 
else and that is this understanding 
of the thing we call ‘mass produc- 
tion,’ that is, making things ex- 
actly alike. The printers and news- 
paper publishers have been doing 
just this for years. In fact, the 
first mass production application 
was the art of printing where you 
write something down, you set it 
up in type and no matter how 
many pieces of paper you put 
through there, they all read alike. 
We have carried that thing over 
into the production of modern 
things. Given a machine gun or 
what-have-you, you don’t have to 
know anything about a machine 
gun to make one. All you have to 
do is make sure the product turned 
over to you will work. Then, you 
take that gun and break it down 
into pieces and if you make those 
pieces to exactly duplicate the or- 
iginal pieces, you can’t make any- 
thing but machine guns out of 
them when you put them back to- 
gether in the end.” 

* * + 


Then, referring to the pictures of 
the 25 million dollar project which 
had just been shown on the screen, 
he dropped another typical “Boss 
Ket” epigram which will go down 
in history, I am sure. “We all 
know one of the great funda- 
mental limitations of all our hu- 
man endeavor is right up here in 
our head. It takes all these build- 
ings and machinery to overcome 
the density of this simple quarter 
of an inch of bone!” It does one 
good, I thought, once in a while 
to sit at the feet of the great! 
—G.M.S. 
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——In This Corner 


‘Junkman’s Delight .... 
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The views expressed in this column are those of our readers. 
Anonymous contributions will not be accepted but confidence will be 4 


observed upon request. 


Someday 

Why do we shun surplus sales? 

We made several trips and spent 
considerable time until we found 
out there was nothing offered ex- 
cept for junk dealers. 

Someday, however, some good or 
at least usable trucks and cars 
will be offered. That will be the 
time we will make a mistake and 
stay home. — Ceci, Davis, manager, 
Wherry Service Station, Pawnee, 
City, Neb. 


A Football? 


In your issue of July 16 you 
asked why we shun government 
sales. 

Did it ever occur to you that the 
automobile dealer as a whole has 
been tossed around like a football? 

And when it comes to govern- 
ment business, who in hell is going 
to hire a staff of Philadelphia law- 
yers to interpret what the govern- 
ment wants and how it wants it 
and when it wants it? 

There are more damn blanks to 
fill out and after you do, there is 
so much time wasted that there 
is no chance to get your money 
back, let alone the chance for 
any profit. 

This is the reason I don’t care 
for any government business at all. 

Let the government take the red 
tape off the red wrapper that they 
use on their red herring and some 
of us will feel free to bid on 
both sales to and from the govern- 
ment.—MASSACHUSETTS DEALER. 


Surplus Parts 


You asked for comments regard- 
ing surplus parts for sale at gov- 
ernment depots. We should think 
that all parts would be cataloged 
and identified so that the prospec- 
tive purchaser will know exactly 
what is being offered for sale and 
should be allowed to bid on his 
requirements. 


The government should have 


. 


facilities and should fill the orders” 
and make shipments the same as ~ 
the manufacturer would. 

Another idea that could be work- 
ed out would be for the MEWA,or 


NSPA to accept deposits from tk 
members. They could purchase- 
these surplus parts and distrih 
them to the members that 
tributed. 

This might not meet with the 
proval of the parts manufacturers _ 
but it would undoubtedly ease the 
situation some on the parts 
are available. The manufacturer 


can always repurchase this mgr- 3% 


chandise on bids and redistri 
to their distributors. 
Generally speaking, the amoy 
are such that an individual parts” 
jobber is in a position to handle 
the quantities for sale. — 
This is my own personal idea 
and does not necessarily have @he J 
approval of our company ex 
tives. —H. M. Sines, manager, 


Pennsylvania Rubber & Supply @ig™ 


Columbus, O. 


Nothing but Junk 


Thirty days ago I returned to | 


the active management of gfhe 
Davis Auto Co. after spen@igg 
three years as an officer ii the 
Ordnance department. Needles 
say, I have found Automotive Nsws 
a great help in bringing me up to 
date on the industry. : : 
I was particularly interested in 
your article concerning the sugglus 


sale of government property. 30m 
(Continued on Page 18, Column 5) 


... Years Ago 


One Year Ago 


July 31, 1944 — Many areas 
used-car famine. . . Bradley 
quits as rubber director ... Ru 
mors sweep Mexico of new@mg 
from U. S. ; 
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TORD FIRST 


WITH ASSEMBLY LINE PRODUCTION 
OF 1946 CARS 


On July 3, 1945, the first automobile produced on = ment in order to produce automobiles urgently 


an assembly line in the United States since February — needed for essential users. 
oy rolled "i ot a Rouge plant. Immediately after the “green light" for motor 
course, the Ford Motor Co ; is sti ' : : : 
; As iP fotor ey * sal car production was given, the first automobile 
engaged in the production of equipment to speed : : 
rolled off the line. Naturally, it was a Ford V-8 
the end of the war... as fully engaged as the armed i ; ; a 
forces require. But a portion of the Rouge plant, not and they're still coming . . . slowly it's true, con- 
needed for war production, has been reconverted sidering the urgent need for new cars . . . but 
to the production of the new 1946 Fords. This has 
been done with the full approval of the Govern- 


welcome forerunners of the millions of Fords to 


come just as soon as conditions permit. 
ee eal 
a ™ hoa 


an el <i 


‘Ml include two 
Ford, Styles will inclu 
ne aah sedan-coupe 


4 Motor Company 
ountry are being 


c com plete 


lans, five-window 


wagon, Nine For 
he ¢ 
both. 


Here is th 
civilian use produced 7 and four-door s¢ 
r soce February 7s 1942, tte coupe and station 
ompany siace sembly line convertible ¢ lants in various parts oft 
e asse a bly pi 
y Roug branch assem 


assenge r Cc at $ fo 


acturing © 
or Compan 
a 1946 Ford 


The first P 


automobile | 
were rolling off the Ford Mot 


today. The photograph shows 
laced on the moving chassis. = 
P Reprinted from July 3 


in your future! issue of Detroit News 


manuf: 


FORD MOTOR © COMPANY 
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Big Truck Tire 
Quota Slashed 
34,000 for August 


WASHINGTON. — August quotas 
of 2,500,000 passenger car tires and 
386,862 small truck tires for civilian 
motorists, the same as for July, and 
a reduced quota of large truck tires 
were announced last week by WPB 
and OPA. 

The quota of truck tires size 8.25 
and larger was cut from 234,308 in 
July to 200,000 for August. 

The reduction of more than 34,000 
in the large truck tire quota will 
require the most rigid conservation 
of tires in this category, the agen- 
cies said. Local emergency truck 
tire boards have been asked to 
screen all applications for these 
tires with the greatest care to as- 
sure that purchase certificates are 
issued to only the most essential 
applicants. 

Production of both large and 
small truck tires was reduced by 
the recent strikes in Akron, O. Pro- 
duction of passenger car tires was 
not greatly cut by the shutdown of 
rubber plants. 
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Discount or Absorption? 


Jo Roberts Holds OPA 


\ 


Must Prove Price Case 


; (Continued from Page 1) 
. | write foolish letters to their con- 


gressmen. We have had a half 
dozen manufacturers call us up and 


ask us ‘what are you trying to do 


pmmmong 


APPOINTMENT of Johnson Auto Co. as Hudson distributor for Hartford, 


Conn., and adjacent oe = oy, George 
. Johnson, pres 


manager of Hudson. James 


H. Pratt, general sales 


ent of the company which has 


this new home at 380-390 Hudson St., has been identified with the automobile 
business in Hartford since 1926 and started his own business in 1930. Johnson 
is secretary-treasurer of the Hartford Automobile Dealers’ Assn. and also is a 
member of the local ODT automotive maintenance advisory committee. 


Studebaker Export 


Appoints Albini 

SOUTH BEND.—Alvo E. Albini 
has been named advertising and 
sales promotion manager of Stude- 
baker Export Corp. Albini has a 
background in public relations, ad- 


UNITED 
STATES 
SURPLUS 


PROPERTY 


STAGGERING 


vertising and newspaper work. 

He is a graduate of the Univer- 
sity of Wisconsin and Northwest- 
ern University, where he did post- 
graduate work at the Medill School 
of Journalism. 


For America’s Future—For Your Future 
—BUY WAR BONDS. 


to our dealers?’” 

Roberts referred to the impend- 
ing OPA-automotive advisory com- 
mittee meetings scheduled to be 
held in Chicago July 31 and Aug. 1 
as important and significant. 

He also made it clear that ab- 
sorption talk is not directed at 
automobile dealers but rather to 
those handling all kinds of con- 
sumer durable goods. 

The closing ATAM session wit- 
nessed the election of Louis Mi- 
lan, Wisconsin Automotive 
Trades Assn., as president, suc- 
ceeding W. A. (Cappy) William- 
son, Texas Automotive Dealers 
Assn., San Antonio, who retired 
after five years of service and 


AUTOMOTIVE 
TRUCK PARTS 


ALL PARTS 


QUANTITIES & 
ASSORTMENTS 


SALES ON FIXED DATES 


IN 9 CENTRAL LOCATIONS 


NEW OR 
DISCERNIBLY 


FOR MANUFACTURERS, DISTRIBUTORS, DEALERS 
and SERVICE GARAGES 


SCHEDULE OF REGIONAL SALES 


An open invitation is broadcast 


to recognized manufacturers, 
jobbers and dealers to buy from the 
government surplus stocks of automo- 


tive parts—all new or discernibly 


new. 


Inventories just completed, 

prompt the release of millions of 
automotive parts...now put on sale 
by U. S. Department of Commerce. 


Due to existing shortage of parts 
for replacement, these nation- 


PHILADELPHIA 
CINCINNATI 


Inspection: Wk. of July 30 Sale: Wk. of Aug. 6 
Office of Inquiry: 1126—21 st St., N.W., Washington, D.C: 


Inspection: Wk. of Aug. 13 Sale: Wk. of Aug. 20 
Office of Inquiry: 704 Race Street, Cincinnati, Ohio. 


Inspection: Wk. of Sept.10 Sale: Wk. of Sept. 17 
Office of Inquiry: 209 South La Salle Street, Chicago 4, til. 


Inspection: Wk. of Aug.6 Sale: Wk. of Aug. 13 
Office of Inquiry: Belle Isle Bidg., Ationto, Go. 


Inspection: Wk. of July30 Sale: Wk. of Aug.6 


Office of Inquiry: 609 Neil P. Anderson Bidg., Fort Worth, 
Texas. (Sale at Texarkana, Texas.) 


Inspection: Wk. of Aug. 20 Sale: Wk. of Aug. 27 
Office of Inquiry: 2605 Walnut Street, Kensas City 8, Mo. 


Inspection: Wk. of Aug.6 Sale: Wk. of Aug. 13 
Inspection: Wk. of Aug. 20 Sale: Wk. of Aug. 27 
Office of Inquiry: 1030—1 5th Street, Denver, Col. 


Inspection: Wk. of Aug. 20 Sale: Wk. of Aug. 27 


was presented with a testimonial _ 
plaque. 

Milan, elevated from the vicé- 
presidency, was succeeded by Gler 
B. Atcheson, Minnesota Autom 
bile Dealers Assn. 


Edward L. Cleary, Chicago A 
tomobile Trade Assn., was 
elected secretary-treasurer. Atche- 
son and C. Ray Palmer, Brook 
and Long Island Automobile Des 


* ‘ 


—- 


~ 


My 
‘ 


ey 


ers Assn., were added to the board © | 


of directors. Reelected to the boa 
were Walt R. Hamer, Ohio Auto 
mobile Dealers Assn.; Herman 
Schaefer, Automobile Dealers Ass 
of Indiana; Milan, Cleary and Wil- 
liamson. 

The “Presidents’ Dinner” w 
expanded in scope to include the 
honoring also of Ray Chamber 
lain, retiring executive vice-pres- 
ident of the National Automobile 
Dealers Assn. 

The major portion of the 
day’s session was converted into ¢ 
closed meeting, at which Wi 


ins 


L. Mallon, NADA president, spoke 7 


and answered questions. Also rep 
resenting that association on 
program was Robert Deo, general 
counsel, who discussed wage-ho 
law activities, past, present and fu 
ture. Lee Moran, 
successor, spoke briefly. 

Milan led a discussion reviewing 
state legislation, and Schaefer reag 
@ report on dealer association re 
tions. C. W. Coons, Illinois Auto- 
motive Trade Assn., handled thg:. 
subject of trade association pub 
cations and bulletins. 


Carl Flora, chairman of the com 
mittee on consumer 
American Bankers Assn., stressed 
that the “postwar production prob 
lems are not too difficult, but to 
complete the cycle we must ge 
goods in consumers’ hands and th 
means a selling job that takes 
precedence over everything else.% 

“There is a definite trend towarc 
government engaging in credit,” 
Flora said. “We see it in the Wag 
ner-Spence bill and others. My an- 


swer is that when we socialize. 


credit we socialize business, an 
that is the end of private enter- 
prise. I have reason to say thai 
Congress wants private business to 
do a job and is for private busi- 
ness. 

“When it comes to concluding 
financing of automobiles, the 
logical place to do it is on the 
dealer’s own premises, because 
banks are open only from 9 a. 
m. to 2 or $3 p. m. while the 
dealer’s establishment is open 
long after that daily.” 

C. D. Henderson of the New 
York state association, told Flora 
of cases where bank advertising 
of the “No Mystery in Auto Fi- 
nancing” and “See Us First” type 
had appeared in newspapers. He 
protested that such statements 
were a slap at motor car dealers 
and inferred that motorists should 
not work with dealers on financing. 
Flora answered that banks should 
know the thinking of dealers and 
should be informed of complaints. 

The meetings concluded with 
roundtable discussion on wage 
stabilization problems. 


Chamberlain’s ~ 


relations, - _ 


Blake Heads Up 
Olds K. C. Zone 


LANSING, Mich. — Appointmen: 
of C. A. Blake 
as zone manager 
of the Kansas 
City zone of 
Oldsmobile was 
announced last 
week by D. E. 
Be iesten, 
general sales 
manager. 

Blake has 
served with Olds- 
mobile for the 
past 11 years. He 
has had a wide 
experience in the sales, service anid 
manufacturing field. 


wide events spell welcome relief for 
the whole industry ... and opportu- 
nities for profitable resale by 
dealers. 


SAN FRANCISCO Office of Inquiry: 30 Van Ness Avenue, San Francisco, Cal. 
(Sale at Stockton, Cal.) 


SALES ARE MADE only through 
normal channels of trade, in ac- 
cordance with the objectives of the 
Surplus Property Act. The descrip- 
tion of these parts, the method and 
conditions of sale, and all other 
pertinent facts, can be obtained 
from your nearest Department of 
Commerce, Office of Surplus Prop- 
erty, Regional Office, at any of 
the addresses listed above. 


INSPECT 
“on the spot” 


BID ‘on the spot” 
PAY “on the spot” 
SHIP “‘on the spot” 


Quantities are split in 
small and large lots to 
suit the individual needs 
of all types of Buyers. 


* Those in need of parts 
should apply to their 
dealers or service stations. 
The necessity of the hour is 
to maintain vital motor trans- 

portation. = 
. C. A. Blake 


WRITE YOUR REGIONAL OFFICE FOR CATALOG 


OFFICE OF SURPLUS PROPERTY—DEPARTMENT OF COMMERCE 


‘*Dealers Tell Me,’’ by John O. Munn, is 
an open forum for the expression of deal 
ers’ opinions. 


St SAR AM EO RHE CESARE 
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TEEN-AGE BOY 


- ?, . 
IFE’s recent story on teen-age boys and an earlier 


— 


report on teen-age girls, made a great hit with the 
youngsters and their elders in LIFE’s 22 million audi- 
ence. The success of stories like these shows how con- 
sistently LIFE attracts and influences more than 16 
million adults and almost 6 million young people, week 


pyafter week. 


And when leading manufacturers of “family cars” 


advertise in LIFE (as 14 of them did throughout 1944) 


eam 


ea 


—= 


they show how well they know the importance of 
eaching and influencing all members of the family . . . 

and how thoroughly they appreciate LIFE’s power to 
elp “close the sale.” 


6,150,000 men and women read LIFE—an adult audi- 
ence nearly twice the size of the next largest weekly! 

hey are the people who already own cars... your 
primary market for postwar sales. 


don’t sell the teen-agers short! Not only will they 
buy the cars of day after tomorrow . . . they often cast 
an important vote on the family car too! LIFE is read 
by nearly 6,000,000 boys and girls in the 10-19 age 
group—more than read the three other leading week- 
lies combined! 
# e * 
It all adds up to this . . . the 22,000,000 weekly LIFE 
audience offers the greatest coverage available to any 
advertiser in any magazine. That’s why you'll find 
our leading postwar products so consistently adver- 
tised in LIFE. 


Good example of how automobile dealers and service 
stations all over the country have made use of LIFE’s 
“patience” posters is this photograph from Cullen- 
Thompson Motor Co., Denver, Colo. 

LIFE has distributed to dealers individually, and 
through co-operating car manufacturers, well over 
100,000 of these posters. 


Incidentally, more than 1600 reprints of the LIFE War 
Bond cover, shown in the Cullen-Thompson display, 
were requested by auto dealers, to help them spur the 
Seventh War Loan Drive. 


Elizabeth Taylor, young star of ‘National Velvet,” 
wrote that the LIFE story on the picture not only 
brought a big fan mail to her but also to her horse! 


LIFE prompts people to act .. . in your community 
and all over the land! 
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Arabian office boys of the Arabian American Oil Com- 
pany, on Bahrein Island in the Persian Gulf, are 
adept at the good old American game of baseball, 
despite the hindrance to running imposed by their 
native costumes. This Dmitri Kessel picture was one 


of a recent series in LIFE telling the history and 
present development of Middle East oil. This photo- 
and-text essay is a good example of the timeliness 
and thoroughness of the world-wide coverage that 
LIFE brings to its 22,000,000 readers week after week. 


LIFE has more readers every week 
than any other magazine... 


LIFE sells your customers... 


They learn what's new in 
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Detroit Plants Lag 
In New Car March 


By A. H. Allen 


CONFIRMING EARLIER forecasts, the initial dribbles 
of passenger-car production will be from plants outside the 
Detroit area, from satellite cities like Dearborn, Toledo, 
Lansing and Flint. 

Ford and Willys already have started; Oldsmobile and 


Buick say they are all set i 
they could locate some sup- 


plies of sheet steel — and 
steel industry observers still cannot 
figure out why this material is 
so scarce. 

Reason for the out - of - Detroit 
start is not a matter of deliberate 
planning so much as the fact that 
early war cutbacks released these 
facilities before those within the 
Motor City. 

Flint, incidentally, is well on the 
way to being revitalized in a major 


way from an 
auto manufactur- 
ing standpoint, 
with Chevrolet 
already having 
broken ground 
for a large new 
assembly and 
body manufac- 
turing plant, and 
Buick having 
made a start on 
new buildings to 
provide almost 
1,500,000 square 


A. H. Allen 
feet of space. 
Not so many years ago, some 


Citizens of the cosmos... 


motor executives were marking the 
city off their lists of future manu- 
facturing plans because of wide- 
spread and particularly violent la- 
bor unrest. There is little to sug- 
gest the labor problems have been 
solved, but plant expansions are 
going ahead anyway. 

Within a short time, announce- 
ments are expected from Pontiac 
and Cadillac concerning their 
1946 models. It is interesting to 
note that Buick completely sub- 
dued any specific reference to its 
forthcoming cars other than to 
indicate they were ready, pre- 
ferring to concentrate on what it 
felt was the larger and more 
important story relating to plans 
for an increased manufacturing 
tempo which will lead to thou- 
sands of new jobs. 

+ 


* * 


GM Research Project 


Called Incomparable 


AS FAR AS THIS writer knows, 
there is nothing in the world to 
compare with General Motors’ 
projected 350-acre technical center, 
which probably will be operating 
in part at least within 18 months 
out on Mound Rd., northeast of 
Detroit. 

In the functional beauty of both 
grounds and architecture, it lives 


A correspondent quotes one wide-traveled GI: 
“I used to think I lived in the swellest town on 
earth. But after the places I’ve seen... honest to God, 


I think Jersey City is just a dump!” 


The War makes millions of young Americans 


Swe! cosmopolitan... at home on Main Streets other 


than their own... familiar with desert, jungle, Arctic, 
tropic islands, distance and danger .. . friendly with alien 


peoples and aware of all the worlds outside their own 
Returned, they will resume old lives... but always in 


their minds look back, and in their hearts remain 


adventurers!... And sooner or later, find True! 


True is a magazine for men... a record of realities that 

eclipse romance... receptacle for interesting exceptions 
that escape the stream of stereotyped news ...a saga series of 
sages, seers and screwballs, square pegs and pioneers, who 
break from beaten paths, who dare to follow dreams, 


make fact more fascinating than skilful fiction... 


‘TRUE now has well over a half-million circulation 

monthly (single copy sales at 25c) and an amazing 
reader loyalty... offers an all-men audience well under 
current periodical cost— plus the brightest potential 


in postwar publishing ... Inquire . . . TRUB, a 


Fawcett Publication, 295 Madison Avenue, New York 17, N.Y. 


-- the man’s magazine 


yf PETERSON 


FORMALLY DISBANDING 


Trucks honored its chairman, 


after two years of successful operation, the 
Ordnance eon ry oe committee on Light and Medium. J 
. O. Peterson 


Studebaker director of purchase 


with a gift clock. Above, Peterson displays the gift to a banquet audience with 


William Bergen (left), chief of engineerin 


and manufacturing for Office of 


Ordnance-Detroit, and Capt. Frances O. Holland (right), Ordnance Departmen 


representative on the committee. 


up to the attempt of its designers 
to project their thinking at least 
20 years ahead. 

Out of the ten-story GM re- 
search laboratories adjoining the 
General Motors building have 
come many basic advances in the 


techniques of automobile manu- 
facturing and materials usage. 

Out of the new and larger quart- 
ers should stem an even greater 
flow of practical research find- 

ings. The old quarters, it is re- 

ported, will be taken over by the 
administrative offices of the Fish- 
er Body division. 

Similar but somewhat less pre 
tentious extensions to engineering - 
and research departments are in 
the planning stage at Chrysle 
Corp. and Ford Motor Co., although 
no formal announcement has bee 
made concerning them as yet. 

The automotive industry long aga 
has found the profit-possibilities in 
comprehensive research organiza- 
tions of its own, even though its 
engineers and technicians always 
have been active participants in 
cooperative research programs 
such as those conducted by tech- 
nical societies and governmental - 
organizations. 

- * * 


Chromic Acid Pinch 


Stirs Little Worry 

LITTLE SERIOUS concern . 
being expressed in automotive 
circles over the continuation of 
WPB controls on chromic acid re- 
quired to replenish chromium plat- 
ing solutions, the feeling being that 
as long as nickel and copper have 
been made available, the chromium 
problem is a minor one. 

It is suggested that if chromic 
acid continues on the restricted 
list, it may be feasible to replen- 
ish plating baths with a chro- 
mate salt prepared from chrome 
ore, of which there is a plentiful 
supply (so much so that import 
certificates are required to get it 
into the country) and on the use 
of which there are no restric- 
tions. 

Ford reportedly was able to pick 
up a number of drums of chromic 

acid from surplus stocks remaining 
at Willow Run. 
* * x 


Aluminum Powder 


Returns in Duco 


CLOSE EXAMINATION of fin- 
ishes on the five Oldsmobiles shown 
in Detroit the other day reveals 
aluminum powder has reappeared 
in Duco paint. For a time early in 
the war, it was necessary to omit 
this ingredient which gives the 
metallic glint to Duco finishes. 


Now, of course, controls on 
aluminum powder have been 
dropped and the “glint” is back, 
but there may be other “omis- 
sions” from the Duco finishes, 
principally in respect to the 
amount of drier content, which 
would probably have no further 
ulterior effect than to slow the 
drying operation after spraying. 
Oldsmobile’s “electro - hardened 
aluminum alloy pistons” sound like 
something very formidable, but 
they are apparently nothing more 
than conventional cast aluminum 
pistons, given the usual solution 
heat treatment in electric furnaces, 
such as is carried out on most all 
aluminum alloys. 


Jacobs Proposals Up 


DETROIT. — F. L. Jacobs Co. has 
called a special meeting of its stock- 
holders for Aug. 16, to vote on pro- 
posals to increase the authorized com- 
mon _ stock from 750,000 shares to 
1,000,000 shares, $1 par value, and to 
provide for 100,000 shares of $50 a 
value 5 percent cumulative convertible 
preferred stock. 
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»~Can you picture yourself here? 


This city ‘thas everything’’—except a Packard dealer. $16,000 capital would enable a Packard dealer to begin 


; — i ation here. 
That lack will soon be corrected. For this city represents satisfactory operatio 


a rare combination of splendid natural climate and profitable Annual profit— projections indicate a normal annual return 
business climate. of $13,000, including the operator’s salary. The right 


As a Packard dealer here, you would enjoy a remarkable kind of dealer—the kind we want—will better that figure. 


opportunity: There are other Packard ‘‘opportunity cities’’ like this ex- 


329 Packard owners—for profitable service and parts busi- ample, but not enough to accommodate all applicants. 


ness right from the start. If you believe you are the kind of alert, progressive dealer 


117 car quota—117 cars for this city’s annual share of that Packard is looking for, act at once. 
Packard’s postwar production goal— 200,000 cars a year. Wire or ’phone the Packard Sales Department, 1580 East 
The local market and sales potential were calculated Grand Blvd., Detroit 32, Michigan. 
carefully to determine this quota figure. 


Investment required—our business analysts estimate that * ASK THE MAN WHO OWNS ONE *& 


PACKARD 


PRECISION- Go os. 


BUILT oe aS 


MUSTANG MOSQUITO HURRICANE POWER NAVY ARMY 
fighter fighter-bomber Aalter fighter PT boots rescue boats 
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Reconversion in Detroit 


To Be Taken in Stride 


By Mel Humphrey 
Staff Writer 

DETROIT.—If Detroit sets the 
pace for mature industrial metro- 
politan areas throughout the na- 
tion, reconversion will be taken in 
stri¢e with a minimum of unem- 
ployinent and peaks in productive 

power will be established. 


This was the opinion given last 
week by the Committee for Eco- 
nomic Development, after complet- 
ing a survey of 7,000 employers in 
the Detroit area. Only firms with 
eight or more employes were in- 
cluded in the survey. 


Within five years, when pro- 
duction of automobiles is ex- 
pected to hit a record 6,000,000 
units per year, 847,558 men and 
[285,199 women will be employed 
here, according to William H. 
Leininger, CED chairman of the 
Detroit area. 

CED survey directors have con- 
cluded that the manufacture of six 
million cars a year for several 
years after reconversion has been 


completed, is no indulgence in un- 
due optimism. They point out that 
4,000,000 cars have been scrapped 
since 1942. 

With the average car on the road 
today being more than eight years 
old, the committee estimated that 
automobiles will be scrapped at the 
rate of 3,000,000 a year as soon as 
volume production of new cars 
begins. 

A further estimate was given of 
a demand for 200,000 cars and at 
least 1,000,000 trucks per year for 
export. 

Sponsored by CED, the survey 
was completed with the aid of the 
Detroit Board of Commerce, Mich- 
igan Planning Commission, Univer- 
sity of Michigan and the Michigan 
Unemployment Compensation com- 
mission. 

Included on the CED commit- 
tee were James W. Parker, presi- 
dent and general manager of 
Detroit Edison Co.; Ben E. 
Young, vice - president National 
Bank of Detroit; H. Lynn Pier- 


son, president of Detroit Har- 
vester; C. C. Carlton, vice-presi- 
dent of Motor Wheel. 

The survey was directed by Ed- 
ward C. Fielder, CED state man- 
ager, and W. B. Hurley, of Detroit 
Edison. 


Colo. Speed Check 


Third of Cars Travel More 


Than 45 MPH 


DENVER. — Out of every 1,000 
cars traveling on Colorado high- 
ways, 30 are moving from 55 to 
more than 60 mph. and 299 more 
speed from 45 to 55 mph., accord- 
ing to W. W. Williams, executive 
secretary of the state Highway Ad- 
visory committee. 

Thirty-five percent of the buses 
and 16 percent of the trucks on the 
highway travel from 45 to 60 mph., 
the speed survey reported by Wil- 
liams shows. 

“One- fifth of the 106 traffic 
deaths thus far this year have re- 
sulted from excessive speeds,” Wil- 
liams said. “The accidents which 
have resulted from such speeds but 
in which no fatalities occurred 
have not been checked, but un- 
doubtedly constitute a large num- 
ber.” 


The Farm Market of the 


Tue Golden Crescent farm market is not only large—three 


millior farm folks—but concentrated ...in the rich farm lands 


that spread through Michigan, Ohio and Pennsylvania. Here 


live farmers who have experienced years of rising incomes, 


growing savings accounts, and paid-up mortgages. 17.5% of 


all America’s electrified farms are found in these three states. 


Full ownership of farms in Ze Golden @reacent amounts 
to 70.4% —far above the United States average of 50.6%. 


Here then is a fertile market—not only in terms of people, but 


of people with money ... able and willing to buy when the 


goods they want are once more available. Here, too, is a huge 


market which can be reached at low sales cost ... for the 


area is thoroughly covered by three farm papers, MICHIGAN 
FARMER, OHIO FARMER and PENNSYLVANIA FARMER—the best 


read and most trusted publications in He Golden Crescent. 


Here is a lucrative market in which every desirable factor 


is present ... great size.. 


. geographical compactness... 


Picking That Sales Team 


Dan Beck Using Common Sense to Take 
Curse Off Scientific Hiring 


By Robert M. Finlay 
Managing Editor 


DETROIT. — With both auto 


dealers and factories rebuilding |2 


and expanding executive staffs, 
Dan Beck, veteran automotive 
sales executive, saw the opportu- 
nity for a new service. 

He was sure he could improve 
on the old method of hiring a 
likely-looking candidate and giv- 
ing him a long and expensive trial 
with only a fifty-fifty chance of 
getting a good man. 

The answer, of course, was 
scientific hiring, but that carried 
the curse of psychologic tests 
that often repelled automotive 
leaders who had worked up the 
hard way. Too often, Dan found, 
many practitioners of scientific 
hiring used terminology deliber- 
ately designed to confuse the em- 
ployer. 

So Dan, after long study of sci- 
entific hiring, mixed it with a good 
deal of common sense and straight, 


is a Bigger Market 
than metropolitan 
Cleveland, Atlanta, 


Indianapolis and Seattle 


combined! 


unusual ability to buy. And it can be covered from end to 
end with only three publications. What better market could 
you find for testing your postwar sales activities? 


A The Golden Crescent 


RURALLY RICH—POLITICALLY POWERFUL 


OHIO FARMER 


Cleveland 


ELA EL O| 


FARMER 


Detroit 


PENNSYLVANIA FARMER 


Harrisburg 


honest reporting, and launched th 


Executives Selection & Trainin=® 7 


Institute, Maccabees Bldg., Detroit 
’ Basis of the Beck service are 


psychological tests that probe intg a 


a man’s abilities, interests and pe 
sonality; then interpretation that 
gives a strong indication of thg 
job for which the man is be 
fitted. 

When Dan started to apply psy, 
chological tests to the hiring oa 
men, he found a good deal of re- 
sistance from the subjects. 

However, a surprising develop- 
ment was that the men who did 
least well on the tests are the 
very ones who are the most 
grateful to Dan. They found out 
things about themselves they 
never guessed. They might not 
be fitted for the particular job: 
they were trying for, but they 
found out what they could do 
best. q 

The personal interview at the 
end of the tests was the thing that 
endeared Dan to them. There was 
no cold report and a silent rejec- 
tion. They were told just why they, 
weren't fitted for the job, and then 
they confessed that they hadn’t 
ever been happy in that kind of @ 
job although they had been doing 
the work for years. 

Take one of the men in a saleg 
job. His tests showed that he didn’t 
like people, but that he had un- 
usual capacity for detail work. 

“You know,” he confessed to 
Dan, “I have felt there has been 
something wrong for years. I 
was an accountant before the de- 
pression and took a selling job ‘ 
just because I had to do some- 
thing to eat. 

“Then, when other openings be# 
came available, I just stuck at my 
selling job because I had it. I’ve 
dragged along for years doing s 
mediocre job because I was in a 
rut. But not any longer. You’ve 
shown me the way out.” 

A little later Dan heard from 
that man again. He found another 
man who loved to sell but hated 
detail. They both knew and liked 
the auto business, so now they aré 
running a small dealership to- 
gether, with the salesman doing 
the selling and the accountant run- 
ning the business end. 

In addition to helping find the 
man for the job, the tests also aid 
the employer in supervision. He 
knows the weak and strong points 
of the man, and can judge when 
to let him have his head and when 
to curb him. 

Dan is now developing tests 
which he believes will help deal- 
ers in building a sales team. He 
thinks that it would be a good idea 
for the dealers to take the tests, 
themselves so that they would 
know the type of men to hire to 
balance the dealer’s personality 
and ability. 


Whitmore Joins 


Packard-Texas 


DETROIT. — Appointment of H. 
R. Whitmore as assistant zone 
manager of Packard Motor Car Co 
of Texas, with of- 
fices in Dallas 
has been an: 
nounced. 

General man: 
ager of the com- 
pany is E. P. J. 
Rigdon. Area 
serviced by the 
company includes 
portions of Texas, 
New Mexico, Ar- 
kansas, Oklaho- 
ma, Mississippi, 
Alabama and all 
of Louisiiana. 

Whitmore first became affiliated 
with the auto industry in 1922. 
Prior to joining Packard, he was 
regional rationing executive for th 
OPA’s Dallas region. 


Whitmore 


s 7 
Fire Hits Oregon Garage 
UNION, Ore.—The Oregon Trail Ga- 
rage here was swept by fire last week 
with estimated loss of $50,000. Irvin 
Hess, owner, said that insurance would 
only partially cover the toss. 
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Can Be Done 


Employe-Employer Relations Listed as One 


of Biggest Postwar Problems 


EW YORK. — A survey of re- 
wresentative management opinion 
oy the American Management Assn. 

dicates that among the postwar 
problems facing management those 
involving employer-employe rela- 
bns are more numerous than any 
other group. 
Data drawn from surveys con- 
hcted in preparation for associa- 
tion research studies and confer- 
ances focussed attention on the 
xoblems whose solution rests 
mainly with management itself, as 
ystinct from those arising from 
axation or government regulation. 
None of the latter type of problems 
were included in the list, which 
ollows: Renovation of organiza- 
on structure, finding ‘par’ on man- 
acturing efficiency, improving 
methods of distribution and doing 
a better public relations job. 
» In announcing the list, Alvin 
E. Dodd, president of the associa- 
tion, commented: “Many com- 
Soanies have begun to realize that 
their organization structures are 
Santiquated, and not up to the job 
‘of maiataining their prewar com- 
petitive positions. In some cases, 
ecutives have freely admitted 
that some of the concepts of or- 
ganization are outmoded — too 
-ymuch slavish belief in doctrinal 
ideas — line and staff-span of 
control — the military plans, etc. 
3 “For the past few years cost con- 
trols have been almost blacked out, 
ggvhile cost-consciousness in many 
ases simply does not exist to any 
perceptible degree. In well-operated 
smrganizations, it took years, some- 
imes decades, to build a _ cost- 
minded organization. Today all the 
-*reat territory, figuratively speak- 
ng, is in enemy hands, and factory 
managers will look lightly upon the 


e@ob of recapturing it. 


“Marketing organizations are no- 
where near the level of efficiency 
generally forced upon production 
departments. The many inquiries 
hat AMA has received concerning 


-ahe building of future marketing 


— 


programs indicate earnest desire to 
educe selling costs by throwing out 
he illogical procedures that existed 
prior to the war. 

“High turn-over among sales- 
men, feast or famine compensa- 
tion policies, and poor training 
programs are among the common 
prewar days evils that manage- 
ment is trying to eliminate.” 

Listing the problem of learning 
to communicate with employes as 
first among the problems in the in- 
Hustrial relations field, Dodd said: 

“Fifty years ago employers would 
have been puzzled to find this posed 
as a business problem, but barriers 
of strange description have grown 

“The basic principle that employ- 
ers must accept is that their work- 

rs are still their employes whether 


' they are unionized or not. At pres- 


ent there are still disillusioned em- 
bloyers who repress their most ele- 
mentary impulses of good will to- 
ward their employes simply be- 
ause they have joined unions. Let 
these impulses be expressed in every 
‘orm of communication that can be 
ound; if they are not, then the 
barrier will grow higher thicker.” 


In commenting on other indus- 
trial relations problems, he cited 
he following: 


“A fair day’s work for a day’s 
pay.” During the war years, the hu- 
mane ideal of not working people 
oo long or too arduously has been 
distorted: it seems to have given 
‘ise to the belief that a man should 
not try to do as much as he can 
while he does work . . . Competi- 

ion in both domestic and inter- 
national markets may prove the 
most effective antiseptic. 


“Giving merit its due. From all 
the signs, it appears that personnel 
adjustments made during recon- 
version — layoffs, transfers, down- 
grading, etc. — may be largely made 
yn the basis of straight seniority. 
The competitive handicap that will 
result will be serious enough, but a 


N. H. Tag Receipts Up 


! CONCORD, N. H.—License and reg- 
istration receipts of New Hampshire's 
Motor Vehicle department totaled $2,- 
576,070 during the fiscal year ended 
une 80, as compared wi $2,509,108 
in the preceding year, i 
been papestes by Commissioner Virgil 
>. Whi 


more important consideration is 
the fact that management will have 
abandoned a point of principle; 
namely, that merit and ability 
should take precedence over straight 
seniority in job preference. 

Rank -and- file employes and 
unions must be sold on the idea 
that the only way to select em- 
ployes who are to be rewarded is 
on the basis of the total record— 
ability, service record, and length 
of service. 

“Handling war veterans. Whether 
or not the unions win acceptance 
for their contention that a veteran 
cannot displace another worker of 
greater seniority, the employer is 
left with a problem. But one thing 
cannot be overlooked: He cannot 
earn the ill will of veterans as in- 
dividuals or veterans as a block. 


“Unionization of management. 
Ninety-five per cent of American 
companies have regarded the union- 
ization of foremen as the other fel- 
low’s problem. If foremen do or- 
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Relief Offered 
On Extra Services 


In Tube Repairs 


WASHINGTON.—Service stations 
and other tire repair shops that 
have been prevented from making 
additional charges for extra serv- 
ices connected with tube repair 
jobs only, may now apply for per- 
mission to make additional charg- 
es, the OPA announced last week. 


The action applies to such serv- 
ices as pick-up and delivery, 
mounting and demounting of tire 
and tube from wheel, and road 
service for emergency repair jobs 


V. A. DAVISON, former Pontiac assistant sales manager, second from left,|involving tube repairs. 
is welcomed to Texas as a partner in Mission City Pontiac, which operates in 
San Antonio and Austin, at a dinner attended by GM dealers in San Antonio. | relief to service stations and other 
Left to right are Allen Wright, Dallas zone manager; Davison, J. H. Stableford,| repair shops that in March, 1942, 
his partner, and Nelson D. Miller, GMAC manager in San Antonio. 


ganize on a wide scale, it will be 
management’s fault; and if they 
do, it will be management’s loss. 
“Responsibility for employe se- 
curity. Company security programs 
for employes pension plans, 
group insurance, sickness protec- 
tion — are calling for reexamina- 
tion. For the most part these plans 


are relatively new in American in- 
dustry — new from the standpoint 
that we have not lived with them 
long enough to learn how they 
really work over the long term. Ex- 
perience has been long enough, how- 
ever, to indicate that contingencies 
continue to arise that upset the 
original calculations.” 


The action is designed to afford 


did not have a separate charge for 
extra services but customarily 
either supplied the services free or 
had one charge for both the tube 
repair job and the extra services. 
Relief also may be sought by those 
with “frozen” base period charges 
that are now considered inade- 
quate for extra services involving 
tube repairs. 


DINING ROOM 


KITCHEN 


2.3 ee | 


TO DRIVE —~ 
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Pre-war plan for postwar . . . Not a small city apartment, but a 


farm kitchen .. . Not a pipe dream, but already in use in hundreds of farm 


homes built just prior to the war . . 


. It’s factory 


-functional; a kitchen, 


proper, compact, step saving, with built-in cabinets, work level sink 


and range, mechanical refrigerator; a second room, with cream 


separator, churn, sink, refrigerator for milk, washing machine, 
’ , ’ < ‘ 


mangle, deep freeze unit, canned food storage; and a third, where 


the men wash up, leave work clothes, muddy boots, tools . . . 


Time saving, work saving, is this new type kitchen... ; 


high priority postwar project for which money ts already in the bank 


in tens of thousands of prosperous Midwest farm homes. . . 


and an 


index, too, of the huge new quick market for appliances, furnishings and 


fixtures in farm homes in the Heart States, New York and Pennsylvania where 


SuccessFUL FARMING selects, serves, satisfies the country’s first farmers . 


.. These SF 


farmers have the greatest investment, widest diversification, largest yield, highest cash 


income, the widest margin between income and expense today of any population group. . . 


After five good years, with mortgages and debts down, savings at an all-time peak, 


pent-up demand, this market represents the prime prospect field for postwar volume and 


profit... And with the medium that covers so much of it exclusively, deserves 


the closest study now . 


. . Details any office . . 


. SUCCESSFUL FARMING, 


Des Moines, New York, Chicago, Atlanta, San Francisco, Los Angeles 
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establish a new company to be|W. Hedler as western sales man-| announced by D. U. Bathrick, gef- 


Auto Personnel 


Facius and Hickey Appointed 


Andover Vice-Presidents 


Arnold Facius, former factory 
manager, and R. L. Hickey, assist- 
ant treasurer, of Andover Motors 
Corp., Inc., Elmira, N. Y., have been 
appointed vice-presidents, accord- 
ing to John J. Brooks, president of 
the corporation. 

Facius was named vice-president 
and manufacturing manager, and 
Hickey was made vice-president 
and assistant treasurer in charge of 


accounting and government con- 
tract. 

Brooks also announced the resig- 
nation of V. P. Mathews, vice-presi- 
dent and general manager of And- 
over Motors, who will be affiliated 
with General Motors. 

* * + 


Goodrich Chemical Plant 


Established in Canada 


“Expansion into the field of 
chemistry, plastics, and synthetic 
rubbers has made it desirable to 


known as the B. F. Goodrich Chem- 
ical Co.,” George W. Sawin, presi- 
dent of the B. F. Goodrich Rubber 
Co. of Canada, Ltd., announced 
last week. 

The new company will be under 
H. P. Hawkins, general manager, 
and Duncan Douglass, general sales 
manager. 

* * * 


Norma-Hoffman Announces 


Five Promotions in Sales 


Norma-Hoffman Bearings Corp., 
Stamford, Conn., announces a re- 
cent adjustment in the home office 
sales executive personnel, conse- 
quent upon the resignation of Carl 


UTOMOTIVE advertisers chose The Hartford Courant above all other Sunday 
newspapers in the United States during 1944, according to Media Records. Year- 
in, year-out leadership is shown by The Courant’s standing during previous years: 


errr 4th 


oeeeee 


1945 (First five months)....... 
Manufacturers and dealers alike prefer The Courant in Connecticut, because this 
great Sunday paper influences the widest possible area. The Courant’s complete 
coverage is indicated on the spot map. 


it cia anal 2nd 


THE Hi 
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ager and manager of distributors’ 
sales. 

The following appointments be- 
came effective July 1: R. L. Miller, 
sales manager; E. M. Beers jr., as- 
sistant sales manager; G. V. Tits- 
worth, assistant sales manager; C. 
L. Brown jr., assistant to the sales 
manager, and W. G. Sargent, man- 
ager of distributors’ sales. 

* + * 


Pontiac Appoints Helwig 
To General Office 


Appointment of Norman G. Hel- 
wig to the Pontiac general office, 
to serve on special assignments, is 


Nationally Represented by 
Gilman, Nicoll & Ruthman 


Avene 


Onrant 


eral sales manager. ; 

In August, 1939, Helwig was 2 
pointed Pontiac Zone manager in 
Pittsburgh. Helwig has had wide 
experience in the automobile bus 
ness, having been with GM since 
1928. He was assistant zone mag 
ager for another GM car divisiO¥ 
in Pittsburgh from 1936 to 1937. 

* . * 


Tudor Named to Power Unit 


Of International Harvester 


W. H. Tudor, who has been with ~— | 
the sales organization of the Inter- | 
national Harvester Co., both in 
general office in 
Chicago and at 
Eau Claire, Ma- 
son City and Fort 
Dodge _ branches, 
is now assigned 
to the Industrial 
Power division as 
a field application 
engineer. 

In his new po- 
sition Tudor is 
working with 
railroads in fur- 
ther developing 
the use of crawler tractors, whee! 
tractors, and power units on rai 
road jobs, particularly the applica- 
tion of crawler tractor power: 
off-track work. Included in his ag 
signment is the development of new 
off-track construction and maint 
nance-of-way equipment. 

* * * 


W. H. Tudo 


Votypka Gets New Post 


Appointment of John Votypka as 
chief engineer of Motor State Prodms 
ucts Co., Ypsilanti, Mich., is an- 
nounced by A. J. Seedorff, presi- 
dent. 

Votypka, chief engineer for Frue- 
hauf Trailer Co. for four years. 
will be in charge of engineering o 
the pushbutton convertible top. 

* * * 


Case Heads Merit Sales 


Appointment of R. W. Case jr. as 
sales manager of the Merit divisio 
of Basca Mfg. Co., Inc., Indian- 
apolis, has been announced by D. 
MacLeod, vice-president in charg 
of sales. 

Case will be in charge of saleg 
advertising and merchandising ¢d 
Merit exhaust systems, which are 
sold exclusively through au 
wholesalers. 


* * * 
Marquis Named by F-M 
Rogers I. Marquis has been 
named director of industrial relg 
tions for Federal-Mogul Corp. 
* * * 


Freeman Returns 


H. B. Freeman has rejoined the 
Albany branch of Internationg, 
Harvester Co. as wholesale repre 
sentative. Freeman had been loan- 
ed to the War department in 4 
advisory capacity, 

* 


Brous Gets Goodrich Post 


A new division for the promotion 
and sale of thermosetting res 
has been created by the B. F.. Good 
rich Chemical Co., Cleveland. Sam 
L. Brous has been appointed sale 
manager of the division. 

~ + * 


De Palma Gets Doyle Post 


Ralph De Palma, long renowned 
as an auto race driver, has bee 
elected vice-president and _ sales 
manager of Doyle Mfg. Corp., Syra- 
cuse, N. Y. 


* * * 


Duncan Elected 


Theodore F. Duncan has recently 
been elected a member of the boar 
of directors of TelAutograph Corp} 
New York. 

os oa * 


Appointment of Ray Newman as 
assistant resident manager of the 
Kansas City plant of Fisher Bod 
was announced last week by 
George C. Paterson, general manu. 
facturing manager. C. A. Trump i 
resident manager of the plant. 

* + a 


_H. E. Shillander has been namec 
vice-president and manager of op- 
eration of Featherride Inc., wit 
national headquarters in Portland, 
Ore. 


* * * 


L. L. Lunenschloss has been ap- 
pointed manager of Scanlan-Morrj 
technical sales service, Ohio Chem 
ical & Mfg. Co. Lunenschloss will 
continue to be located at the Scan@ 
lan-Morris division address of Ohio 
Chemical & Mfg. Co., in Madison. 
Wis. 
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Dealers to Handle Both Cars... 
Kaiser-Frazer Output 


Due By Spring 


(Continued from Page 1) 


Kaiser will be a full-size car, using 

a large amount of light metals. 

5 Graham’s plant in Warren, O., 
will produce a tractor to be 

known as the Frazer. 


William B. Stout, widely known 

automotive and aviation design- 
er, is drawing plans for the new 
Frazer and will be consultant on 
the Kaiser car. Kaiser has been 
experimenting with 11 different 
models of cars. 


It is probable that Kaiser plants 


Ethyl Recasts 
Field Work Into 
4 Major Areas 


NEW YORK. — Ethyl Corp. has 
announced a reorganization of its 
sales department field operations 
to conform more closely with oil 
company marketing areas. 

Hereafter, the Ethyl sales de- 
partment will operate on the basis 
of four principal marketing areas, 
known as the eastern, central, 
southern and western areas with a 
sales manager for each. 

The four sales managers are 
Richard C. Murphy, eastern sales 
manager, for New England and the 
Middle Atlantic states as far south 
as South Carolina, inclusive; James 
E. Boudreau, central sales manager 
for the mid-continent area; Harold 
R. Berg, southern sales manager 
for the entire South, and Sanford 
M. Wagner, western sales manager 
for territory west of the Rockies. 

Under the plan, the divisions 
within the four marketing areas 
are as follows: eastern area: New 
York and Philadelphia divisions; 
central area: Kansas City, Chicago 
and Dayton divisions; southern 
area: Tulsa and Atlanta divisions; 
western area: Los Angeles and 
Seattle divisions. 

George Krieger has been named 
to the new post of special assist- 
ant to the general sales manager 
to coordinate customer programs 
affecting more than one of the 
four principal areas and to super- 
vise certain services on a national 
basis. 

Donald S. Flynn, formerly assist- 
ant manager of the Kansas City 
division, has been appointed man- 
ager of the division to succeed 
Berg. Wagner will retain, for the 
present, his position as manager 
of the Los Angeles division while 
serving as western sales manager. 

Matthew A. Taylor, former man- 
ager of the Boston office, has been 
appointed manager of the division 
in Philadelphia. The services for- 
merly rendered by the Boston of- 
fice have been transferred to the 
New York division. 


Moran Honored 
By Washington 
Auto Officials 


WASHINGTON. — Lee Moran, 
newly - appointed executive  vice- 
president of NADA, met Thursday 
with that sector of official Wash- 
ington having to do with the auto- 
motive industry and trade. The 
gathering was staged by Ray 
Chamberlain, whom Moran _ suc- 
ceeds in office. 

NADA President William Mallon 
presided at the luncheon and for- 
mally presented Moran _ while 
Chamberlain introduced the gov- 
ernment men and other guests. 
There were no speeches other than 
the new executives’ brief acknowl- 
edgment of his introduction with 
a promise to “try to serve as de- 
parting and beloved Ray.” 

The gathering was a notable one 
and may be cited as a tribute to 
both Moran and Chamberlain. Top 
officials were present from WPB, 
OPA, ODT and from all the na- 
tional motoring organizations main- 
taining headquarters here. 


‘“‘PLEASE BE ADVISED THAT New Truck 
is sold. Thanks a million, will use your 
service again if necessary.’’—L. G. Steiner, 
Pandora Garage, Pandora, Ohio. 


eventually will be located in San 
Francisco, Los Angeles and Seattle, 
with the extent of trade with the 
Far East a determining factor. 


Directors of the new Kaiser- 
Frazer Corp., in addition to Kaiser 
and Frazer, include members of 
the Graham-Paige board and asso- 
ciates of Kaiser in his West Coast 
industries. They are L. Boyd Hatch, 
executive vice - president, Atlas 
Corp., New York; Oswald L. John- 
ston, of the firm of Simpson Thach- 
er and Bartlett, New York; Walter 
Beinecke, president of John C. 
Paige & Co., Inc., New York, and 
E. E. Trefethen jr., and George G. 
Sherwood of the Kaiser organiza- 
tion, and Robert L. Bridges, of the 
legal firm of Thelen, Marrin, John- 
son and Bridges, San Francisco. 


Meanwhile, Frazer, who was 
chairman of the board of Gra- 
ham-Paige Motors Corp., assumed 
the presidency of the company in 
a realignment of officers. Frazer 
succeeds R. J. Hodgson, president 
of Graham-Paige since 1942, 
whose resignation was accepted 
by the board of directors at a 
special meeting. 

Hodgson, a former official of the 
Reconstruction Finance Corp., will 
remain a member of the board of 
directors. 

The directors also elected two 
vice-presidents who will guide the 
Detroit company’s auto manufac- 
turing and sales program. They are 
Vern R. Drum, appointed vice-pres- 
ident and general manager, and W. 
A. MacDonald, named vice-presi- 
dent in charge of sales. 


V. R. Drum MacDonald 


Drum, who has been vice-presi- 
dent of the Graham-Paige subsidi- 
ary, the Warren City Mfg. Co., has 
been in the automobile business for 
38 years. A former president of the 
Hupp Motor Co., he has also served 
as vice - president in charge of 
manufacturing at Willys-Overland 
Motors, and for 11 years as a pro- 
duction chief for Chrysler Corp. 


MacDonald, who has been in the 
automobile business for 25 years, 
formerly was vice - president of 
Hupmobile, and later assistant to 
Frazer when he was president of 
Willys-Overland. 

Drum and MacDonald were asso- 
ciated with Frazer at Willys-Over- 
land, and Drum worked with 
Frazer at the Chrysler division for 
more than 11 years. Drum was in 
charge of production and Frazer, 
in charge of sales. 

The board of directors also an- 
nounced the resignation of W. L. 
Eaton, for many years a_ vice- 
president of the company. 


R-2 Tire Orders 
To Be Invalid 
After August 15 


WASHINGTON. — Old R-2 tire 
purchase certificates, which local 
War Price and Rationing Boards 
stopped issuing June 5, will be re- 
moved from the rationing system 
to protect the nation’s limited tire 
supply from the black market, OPA 
announced last week. 

Consumers will have until Aug. 
15 to buy tires with R-2 certificates 
they now have. The new ecertifi- 
cates, R-2A and R-2B, are not af- 
fected and will remain valid, OPA 
said. The agency explained that 
the circulation of large numbers of 
counterfeit R-2 certificates and 
printer rejects in some regions has 
been uncovered by OPA enforce- 
ment agents and at verification 
centers, where all tire certificates 
are screened. 


THESE ARE the three men who will be responsible for the desi 


Graham-Paige’s postwar automobiles. 
stylist; Chairman Joseph 
designing for Packard. 


ing of 


Howard A. Darrin (left), well-known 


W. Frazer (center), and Bill Stout. Darrin has done 


Just Like the Old Days 


Publicity of Promotions Overlooks 
The Real Kaiser-Frazer 


By Robert M. Finlay 
Managing Editor 
DETROIT. — From here it looks 
like Henry J. Kaiser has cut his 
fabulous “Kiddie Kar” loose from 
the stars and attached it to a solid 
merchandising man. 


For Joe Frazer started the hard 
way in the auto business. Way back 
in the early days he was a Cleve- 
land dealer handling the old Saxon. 


When Kaiser first talked of his 
plans for producing cars, he 
aroused a good many belly laughs 
saying he would sell them helter- 
skelter, through filling stations 
and what have you. 

With Frazer in the deal, you can 
bet that Kaiser-Frazer will try to 
build up a solid dealer organiza- 
tion. 

The present story has a rich 
flavor of the old auto days when 
Will Durant, Walter Flanders and 
Walter P. Chrysler held forth. 


Both Frazer and Kaiser are fab- 
ulous figures. Both have received 
millions of dollars in free publicity 
during the war. A lot of that pub- 
licity may have been misleading. 

There has been much talk of pro- 
motion, high finance, “selling to one 
customer,” and “wait until we get 
back to building and selling for a 
price that millions of customers 
will want to pay.” 

This might lead to an underesti- 
mation of the present bid of the 
two men for a place in the automo- 
tive sun. However, a look at the 
record shows that both men were 


Argentina Holds 
Big Market 
For U. S. Cars 


BUENOS AIRES.—(UTPS)—Ar- 
gentina will become one of the big- 
gest export markets for American 
auto industry products as soon as 
relations between both countries 
are normalized, the Automovil Club 
Argentino reported last week in a 
special dispatch to AUTOMOTIVE 
News. 

At the same time, the dispatch 
said, Argentina will never become 
an important market for small cars 
of the European type. Argentines 
reportedly prefer American prod- 
ucts and are willing to pay in- 
creased prices for deluxe units with 
the most modern equipment avail- 
able. 

As a result of a steady decline in 
auto shipments to the South Amer- 
ican country since 1939, the trans- 
portation problem became more 
and more critical. At present there 
are less than 300,000 units of any 
type in Argentina, including pas- 
senger cars, trucks and buses. 


Rayon Cord Allowed 


In Small Truck Tires 

WASHINGTON. —In a move 
designed to conserve the shrink- 
ing supply of natural rubber, 
WPB last week authorized use 
of rayon cord in five smaller 
sizes of truck tires. 

Use of only cotton cord has 
been permitted in the manufac- 
ture of small truck tires in the 
past. WPB said increased pro- 
duction and reduced military 
needs prompted the rayon cord 
release order. 


business men to reckon with long 
before the war. 

The present era in the auto busi- 
ness offers an unusual opportunity 
for newcomers to go places. And 
if Kaiser succeeds in his plans for 
a steel syndicate in the West, 
Kaiser-Frazer may obtain a big ad- 
vantage in that rich auto area. 


Joseph Washington Frazer, 53, 
ruddy of face and with a twinkle 
in his eye, looks like he should be 
in the movies in a breezy role. 

But the truth is far different. 
He started in the auto business 
31 years ago in the shop of one 
of the largest manufacturers. 
During the years he worked him- 
self up through manufacturing, 
sales and finance departments. 

He spent several years with Gen- 
eral Motors in the Chevrolet and 
export divisions and with GM Ac- 
ceptance. He organized and ran the 
Pierce-Arrow Finance Corp. 

Frazer was associated with Wal- 
ter P. Chrysler in the early days 

of the development of the Maxwell. 
He was vice-president in charge of 
sales for the Chrysler division of 
Chrysler Corp. for 15 years, leav- 
ing in 1939 to join Willys-Overland 
as president and general manager. 

In 1943 he organized the Warren 
City Mfg. Co., and brought several 
of his key men into the new com- 
pany. Then followed the deal 
through which he became chairman 
of the board of Graham-Paige. 

You can put it down in your 
book that Joe Frazer is a fast man 
on his feet—and he knows the 
water he is wading in. 

Nor is this the first association 
of Henry Kaiser with automotive 
men and methods. He had been a 
road contractor for years when 
he met Felix Kahn, of the famous 
Kahn brothers, and joined in a 
project to harness the wild Col- 
orado River. And Kaiser helped 
push up the mighty Boulder Dam 
through an adaptation of tech- 
niques of the moving assembly 
line. His great conveyor system 
to move sand and gravel involved 
railroad equipment, dump trucks, 
power shovels, bulldozers and 
every kind of earth-moving ma- 
chinery. 

In that project he learned team- 
work, and the team, including 
Charles Shea, field construction; 
Steve Bechtel, purchasing, trans- 
portation and administration; 
Kahn, money and legal affairs, and 
Kaiser as chairman, subsequently 
built the Oakland Bay Bridge, Bon- 
neville Dam and Grand Coulee 
Dam. 

Little need be said of Kaiser’s 
shipbuilding activities, since that 
story has already been well told. 
But, again, automotive assembly 
methods were used. 

Kaised has proved he makes a 
great team man as well as a hard- 
headed individualist. Both he and 
Frazer have imagination. 


Their automotive bid is going to 
be something to watch. 


Nash Profit Drops 
In 2nd Quarter 


DETROIT.—Nash-Kelvinator re- 
ports for the quarter ended June 
30 a net profit of $412,260, a reduc- 
tion from the $677,549 profit for the 
same period of 1944. The decline is 
said to stem from war production 
cutbacks. 


Auto Makers See 
No Hurdle in U.S. * j 


Disposal Plans 


WASHINGTON. — Present and 
contemplated disposal procedure of 
government passenger cars and 
parts will in no way interfere with 
the reconversion of the auto indus- ( 
try or retard present plans for ex- 
pansion, the Surplus Property board 
was told by the Automobile Manu- 
facturers Industry Advisory com- 
mittee last week. 

The committee feels, it was re- 
ported, that the present method of 
disposition through qualified dealer 
channels will result in maximum 
recovery for the government. 

L. M. Worth, Graham-Paige; 
James Watt and L. V. Brown, Ford; 
C. A. Simpson, Crosley I. T. O’Brien, 
Chrysler; H. D. Snyder, Nash; H. J. 
Marks, Packard; Courtney John- 
son, Studebaker; E. M. Rice, Willys, 
and C. O. Miller and W. J. Mongey, 
General Motors, made up the group 
representing the auto manufac- 
turers. 

J. V. McCullough, director of the, 
Automotive division of SPB, was 
chairman of the meeting. A group 
representing truck manufacturers 
will meet with the board on July 31. 


K 


Increased Output 
Of Trailers OK’d 
For Second Half 


WASHINGTON. —An additional 
8,084 commercial truck trailers, in- 
cluding reserves, have been author- 
ized for production in the second 
half of 1945. 

These trailers, WPB said, will be 
produced on a rated basis with firm 
allotments of controlled materials 
and preference ratings of AA-1. 


WPB said that these additional 
trailers bring the total rated pro- 
gram for the second half of 1945 
= 18,696. Quotas have been 
assigned established truck pro- 
ducers with the reserve retained 
to give new producers a share in 
the rated program. 

In addition to the rated program, 
WPB has a program of 8,804 trail- 
ers to be authorized on an unrated 
basis or without material allot- 
ments and preference ratings. 
Some of the authorizations already 
granted for the rated program are 
as follows: 

Fruehauf Trailer Co., 2,649 new, 
5,870 total; Highway Trailer Co., 
391 new, 926 total; Trailmobile Co., 
810 new, 1,574 total; Hobbs Mfgr. 
Co., 311 new, 683 total; Kingham 
Trailer Co., 263 new, 563 total. 


Obituaries 


Wierengo, Ad Manager 


At Continental, Dies 

GRAND RAPIDS, Mich. — John 
L. Wierengo, 57, advertising man- 
ager of Continental Motors Corp., 
died July 24 here. 

Mr. Wierengo became advertising 
head of Continental in 1939, with 
offices at the Wallace Lindemann 
agency here. During World War I 
he was sales manager of the firm. 

x + x 


Mrs. Kruspak, Wife 


Of Ad Director, Dies 

NEW YORK. — Funeral services 
were held here July 25 for Mrs. Ed- 
ward Kruspak, wife of Automotive 
News advertising director, Mrs. 
Kruspak, 50, died July 22 at Long 
Beach, Long Island. 


* * * 


John C. Koepke 
CLEVELAND.—John C. Koepke, 
70, affiliated with the production 
and sales ends of the auto business 
for more than 40 years, died here 
July 21, after a short illness. 


At the time of his death Mr. 
Koepke operated Koepke Motor 
Sales (Studebaker) with his two 
sons. In 1909, he was a distributor 
for the old Cutting car, the model 
with a papier-mache body. 


Baisch Sells to Socony 


TWIN FALLS, Id. — General Petroleum 
Corp., West Coast affiilliate of Socony- 
Vacuum, has purchased all the oil facilities 
and properties here of John A. Baisch jr. 
The deal was described as one of the larg- 
est in recent years. 
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William Reusswig 
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Funny -—how this guy 
always draws a crowd... 


REUSSWIG, the artist who does this pictorialized news, 
knows what gets an audience. So do all the other fea- 
tured stars in Sunday Pictorial Review — whether they 
report from overseas, Broadway or Hollywood — play 
upon the heartstrings or the funnybone. “Bugs” Baer, 
Bruce Patterson, Louella Parsons! They draw a reader- 
ship of over 5,000,000 families every Sunday for this sup- 
plement, in nine major markets —representing one-third 
of the nation’s sales potential. When you advertise in 
Sunday Pictorial Review, this entire all-star staff goes 
to work for your product. Always draws a crowd. 
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—Auto Advertising 


MacManus, 


John & Adams 


Completes Realignment 
By Robert M. Finlay 


MacManus, John & Adams, Inc., 
national advertising agency with 
headquarters in Detroit, has com- 

pleted a broad 
organizational re- 
alignment to fa- 
cilitate future ex- 
pansion and to 
anticipate the 
postwar require- 
ments. 


W. A. P. John 


W. A. P. John, 
president and a 
founder, becomes 
chairman of the 
board following*a 
meeting of the 
directors last 
week. 


James Adams 


Baltimore Ne 


James R. Adams, also a founding 
member of the firm and executive 
vice-president, becomes president 
and treasurer. 


Maj. Harvey G. Luce returns to 
the agency as executive vice-presi- 
dent with wide authority over the 
creative and production depart- 
ments. Vice-President John R. Mac- 
Manus takes over the additional 
duties of general manager, and 
Reginald A. Brewer, already a vice- 
president, has ben named secretary. 


Creation of two new vice-presi- 
dencies is announced by John. They 
go to Leo A. Hillebrand who be- 
comes vice-president and assistant 
treasurer, an dto E. W. Froehlich, 
media director. Both men are vet- 
erans of the organization. 


Other officers are: Glenn J. Frost, 
vice-president an dart director, and 
Hovey Hagerman, vice-president. 

Among accounts served by the 
agency are Cadillac, Pontiac, the 


Dow Chemical Co., Bendix Aviation 
Corp., Champion Spark Plug Co., 
Ferry-Morse Seed Co. and Standard 
Accident Insurance Co. 


Straight, Please 


Radio’s public prefers its com- 
mercials straight, according to a 
survey by the Radio Council of 
Greater Cleveland. Plain spoken 
commercials were favored by 80 
percent while 60 percent would 
ban singing commercials and 72 
percent said that some commer- 
cials turned them against products 
advertised. 


Down 

Automotive newspaper advertis- 
ing in May was 28.5 percent less 
than last year while total adver- 
tising dropped only 0.4 percent, fig- 
ures from Media Records show. 

However, for the five-month pe- 
riod auto advertising declined only 
5.1 percent, compared with a de- 
cline of 2.2 percent for total adver- 
tising. 

Lineage in May totaled 2,522,620, 
in April 2,868,699 and last May 3,- 
526,551. Low the the year so far has 
been February with 1,606,589. Last 
year’s low was January, with 1,570,- 
910 lines while the high was May. 
Low for the war period was Janu- 


‘Chart followers know well the impor- 
tance of the Baltimore market — it’s one of the 
six cities in America with a population of over 
one million. They know, also, the importance | 
of the News-Post in the Baltimore market. 
It’s Ist in circulation in the 6th largest city. 


gS 


H. C. DOSS, Nash sales chief, greets the stars of Nash’s new summer radio 
show, Carol Bruce, Curt Massey and Harry Sosnik at Radio City, New York. 


ary, 1942, with 1,319,593, and high 
was October, 1943, with 3,920,001. 


Public Relations 

In a Tide poll on public relations, 
General Motors was voted the or- 
ganization with the best program 
and Paul Garrett, GM’s vice-presi- 
dent in charge of public relations, 
led the list of practitioners. Other 
leaders were T. J. Ross, whose firm, 
Ivy Lee & T. J. Ross Associates, 
has the Chrysler account, and Carl 
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Byoir, with the Graham account. 

Tide points out that the business 
of public relations has come a long 
way since the late Ivy Lee “argued 
and proved that mere talk was not 
enough, that business must trul 
serve the public in order to win 
its favor.” 


Clover 

In an unusual survey, United 
States News found that its readers 
living outside of New York, New 
Jersey and Connecticut spend $26,- 
292,236 a year in New York. That, 
concludes USN, laying claim to No. 
1 medium for advertising qualit 
merchandise, is not hay. 


News Hungry 

Although not planned as a popu- 
larity contest, the Newspaper and 
Mail Deliverers Union strike is 
showing the N. Y. Times how much 
its readers love it. Peak over-the- 
counter sales was on June 6 when 
85,000 copies were sold. Buyers ar- 
rived on foot, in taxis, in cars and 
even on crutches. 


Plans Magazine 

The Columbus Dispatch plans a 
Sunday roto tabloid magazine, with 
editorial content built around Ohio 
people, places and events, and with 
heavy emphasis on photography. 
Tentative date has been set for 
Oct. 7. Lewis B. Hill, national 
advertising manager, says up to 
four full colors will be available 
to advertisers. 


Names 


John D. Burke, Detroit manager, 
Hearts Advertis- 
ing Service, an- 
nounces the ap- 
pointment of C. 
F. (Rusty) Tayior 
as manager of 
Pictorial Review 
in the Detroit 
territory. In addi- 
tion, Taylor is as- 
suming the active 
sales responsibil- 
ity for the Los 
Angeles Examin- 
er, San Francisco 
Examiner and Seattle Post-Intelli- 
gencer. 


Taylor 


Luther A. Kohr, recently honor- 
ably discharged from Army Air 
Forces as captain, is looking for 
work—public relations, editorial or, 
writing. Entered Army in 1942 after 
20 years on the York (Pa.) Gazette 
and Daily. Did PR work in AAF 
Is 37, six feet four, married. Ad- 
dress is 529 Dallas St., York, Pa. 


Jack T. McCabe, who recently 
served the Navy as a civilian ad- 
visory engineer, has joined the staff 
of Ross Roy, Inc., Detroit adver- 
tising agency, as a technical writer. 


Daniel W. Ashley, vice-president 
in charge of advertising of the 
United States News announces the 
addition of Noel E. Bradley as 
advertising representative. 


Newsweek magazine announces 
the appointment of Hoyt (Red) 
Metzger as manager of its Detroit 
office, which he joined six months 
ago. In addition, John D. Deniso 
jr. of the Detroit Free Press, joined 
Metzger’s staff July 16. 


Fowler Dugger, advertising man- 
ager of Progressive Farmer, 
been elected a vice-president o' 
Progressive Farmer -Ruralist Co, 
He is also a director. 


Advancement of Charles H. Le- 
Fevre to advertising manager of 
Sealed Power Corp., Muskegon 
Mich., has been announced. 
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O whom do you look to keep you 

up to date on accurate facts about 
everything from the progress of a world 
conference to the batteries in yesterday’s 
baseball game? 


Who's the man who makes a business 
of knowing — and telling you with accu- 
racy and dispatch? 


The answer, of course, is — the news- 
paperman! 


The reporter covering his assignments, 
the rewrite man preparing the facts, the 
editor supervising all and wrapping it 
up for easy understanding. 


Perhaps you ask, why isn’t there some 
organization to collect sales facts the same 
way? Why isn’t there someone with a 
sales sense to interpret these facts — wrap 
them up for my quick use? 


Again we answer — there is! And again 
it’s that greatest of all fact-finders — the 
newspaperman. 


The Hearst Advertising Service makes a 
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specialty of interpreting and evaluating 
facts dug out of the markets by reporters 
with a nose for sales. 


From ten key markets of the country, 
from constant service to and association 


CALL THE H-A-S MAN 


Just drop us a note 
saying, “I’m inter- 
ested in your market 
information on 
{name your type of 
product}.” 


et 


with sales and advertising people, from 
survey material and localized knowledge 
of specific markets and conditions, the 
Hearst Advertising Service man receives 
a continuous flow of valuable informa- 
tion. Trained analysts assist in the inter- 
pretation and application of this infor- 
mation. 


So when the Hearst Advertising Service 
man comes to you with these facts behind 
him — when he talks to you about sales 
— he speaks a language that makes sense. 


Space is too limited — the subject too 
broad and deep — to describe here the 
service H-A-S offers. 


But it sums up this way: H-A-S has, or 
can get, facts important to the sales man- 
ager. And the H-A-S man, interpreter of 
sales facts and student of sales trends, 
stands ready to work with you — just 
as he is working with dozens of other 
advertisers. 


Call the H-A-S man. 


HEARST ADVERTISING SERVICE 


New York Journal-American ~*- 
Boston Record-American-Advertiser °* 


Baltimore News-Post-American 


San Francisco Examiner ° 


HERBERT W. BEYEA, Manager 


Representing: 
Pittsburgh Sun-Telegraph - 


Los Angeles Examiner - 


Chicago Herald-American 
Detroit Times ° 
Seattle Post-Intelligencer 


Albany Times-Union 
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OPA Moves 
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to Check 


Surplus Goods Prices 


WASHINGTON.—Steps have 
been taken to prevent excessive 
charges to consumers for surplus 
war goods and at the same time 
provide resellers of such goods with 
simpler methods for figuring their 
ceiling prices, OPA announced last 
week. 

The new provisions, effective 
Aug. 22, 1945, all applicable to re- 
sellers and embodied in supplemen- 
tary order to the one already in 
effect for sales of surplus war 
goods by the government, will have 
this triple effect: 

] Resellers no longer will be able 

to use the ceiling price of a 
“similar item” which in many cases 
has resulted in excessive resale 
prices for war goods bought at low 
prices. 

The pyramiding of prices by 

“cross-stream” sales among iden- 
tical types of sellers, with a mark- 


MORNING 


iup added each time, 


will be 
checked. 
Resellers will find it easier to 
determine their ceiling prices, 


either before or after they buy the 


| goods, by being able to find out 


quickly what their dollar-and-cents 
ceilings are or what markup they 
can use. 

OPA pointed out that use of 
the “similar item” method of pric- 
ing is one of the ways of deter- 
mining ceilings allowed under the 
price regulation which froze 
numerous items to March, 1942, 
levels. This method has been used 
in pricing certain surplus war 
goods, but it has not proved effec- 
tive for such goods, many of 
which are sold by the government 
at extremely low prices. 

It was also pointed out that 
cross-stream selling (sales by one 
manufacturer to another or by one 


wholesaler to another) already has 
made its appearance in resales of 
surplus commodities of this war 
acquired from the government. 
Three rules have been laid down 
to prevent undue pyramiding of 


prices resulting from this practice. 


These rules are: 

l Resellers who have customarily 
sold cross-stream may continue 

to do so at markups permitted by 

the order, provided they file a 

statement of the particulars with 

the regional OPA office. 

9 Resellers may split their mark- 
ups with subsequent buyers of 

the same class, provided they noti- 

fy such buyers of their maximum 


selling price and provided the final | 4 


price to the next level of sale is not 
higher than it would have been if 
there had been no cross-stream 
sale. 
3 In exceptional cases, OPA may 
? approve cross-stream sales at 
customary markups where neces- 
sary to get the goods distributed. 
Detailed applications must be filed 
in these cases, and no cross-stream 
sales on customary markups can 
be made without specific authoriza- 
tion. 

Where surplus war goods are 
identical with items already be- 


i 
vad 
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J. RB. DAVIS, director of sales and advertising, Ford Motor Co.; Arthur 8 
Hatch, Western regional manager of Ford, and Gov. and Mrs. Snell of Orege 


previewing the 1946 Lincoln. 


ing sold by the same reseller, the 
same ceilings apply and can be 
used at once. 

If the same item is not being sold 
already, the reseller first consults a 
list of regulations and orders pro- 
vided in an Appendix A to see if 


SOMEBODY 18 GOING TOSELL 
4A HELLUVA LOT OF CARS /N 


NEW ORLEANS 
by Advertising in 


THE TIMES-PICAYUNE and NEW ORLEANS STATES 


EVENING 


+ 


* 


Representative JANN & KELLEY, Inc. 
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the item is covered there. The ceil 
ings provided by these regulations, 
approximately 450 of which are 
listed, either are in dollar-and-cent: 
terms or are easily calculated. 

If the item is not covered by thg 
listed regulations, resellers ther 
consult an Appendix B, listing spe- 
cial orders establishing ceilings@ 
generally in dollar-and-cents terms 
on a wide variety of commodities. 

Any reseller who cannot use thes 
markup provisions, such as new 
sellers, should apply to the neare 
OPA office for a special markup. 


Used-Truck Drive 
Snares 11 in Ohio 


CANTON, O.—Residents of Be- 
loit and Uniontown, O. are among 
the 11 individuals named in treble 
damage suits filed in Federal Dis- 
trict court by the district OP. 
office in a drive to enforce ce 
prices on used trucks. 

Stanley Mileska, of Uniontown 
is charged with the sale of a Chev- 
rolet truck for $500. OPA reports 
the price was $170 over the ceiling 
and the suit asks $510 damages. 

E. G. Peterson, of Beloit is 
charged with the sale of a 193€ 
Dodge truck for $675, or $288 over 
the ceiling. The suit asks $864. 


In This Corner 


(Continued from Page 4) 


stated that the dealers seemed in- 
different to the possibilities offered 
in these sales. I would like to re- 
late my experience of a few days 
ago. 

I made a trip to Cincinnati on 
Monday, July 16, for the purposg¢ 
of inspecting some 100 pieces o 
equipment to be offered for sale at 
10 a. m. on Tuesday, the 17th 
Among this equipment were some 
20 or more 1942 Dodge two-door 
sedans that had been advertised 
as automobiles. 

I have never seen such a dilapi- 
dated group of cars in my life 
None of them could be started, 
and in many cases a great number 
of parts were missing. 

While making an inspection of 
these vehicles, I had an opportun 
ity to talk to several dealers, 
of whom seemed to be thoroughly 
disgusted with the type of mer 
chandise that was being offered. 
Several of the cars even had 
x ” written on them — b 
whom, we do not know. 

The bodies were completely rust- 
ed out, and it was a general opinion 
that any dealer who purchased this 
merchandise for resale would cer. 
tainly make for dissatisfactior 
among the customers who pur- 
chased them. 


Since this is the first sale that 
I have attended, it is possible tha’ 
this is the exceptional case. I fee 
that the Department of Commerce 
should be criticized for offering 
these units as automobiles; cer 
tainly they were not complete 
automobiles by any means. 


The dealers that I have talked 
to were disappointed to think that 
they had driven quite some dis 
tance with the hope of purchasing 
automobiles and found nothing bu 
a number of “junk” cars. 

I believe this may be the answer 
to the question, “Why do automa 
bile dealers shun the governmen 
surplus sales?” I would be inter- 
ested in hearing of other dealer 
experiences. -—- Hayrwoop M. Davis, 
manager, Davis Auto Co. (Pontiac) 
Fort Wayne, Ind. 
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Battle of Neb. Wheat 


Dealers and Owners Buck Railroads and Shortage 


Of Mechanics to Sustain Shipments 


By G. W. Kline 
Staff Correspondent 
LINCOLN, Neb. — Nebraska car, 
truck and tractor owners have 
joined with dealers in an all-out 
effort to keep the bumper wheat 
crop moving. 
The railroads and big truck lines, 


. alleged to be owned wholly or in 


part by the rails, have failed to 
maintain wheat shipments on 
schedule, spokesmen for the new 
coalition assert. 

Dealers and their mechanics are 
working night and day to keep the 
wheels turning, despite a shortage 
of repair men. 


“We need mechanics and more; 


mechanics,” said Lew Polsky, presi- 


@dent of Lincoln Motor Co. (Oldsmo- 


) 


bile). “Although we have been in 
contact with all the agencies, not a 
returned veteran has showed up for 
a job. In the last 90 days we have 
not been able to hire a single 
nechanic.” 

Nebraska was sadly under- 

anned in motor vehicles when 
the emergency began. The average 
age of cars was then almost 10 
years. 

The public realizes that little 


OPA to Control 


Price Rationing 
4»Of Imported Cars 


WASHINGTON.—European cars 


Jsent to the United States for sale 


will be subject to the same OPA 
rules and regulations as domestic 
uto production and trade. 

This subject came up here last 


"ie following public announce- 


ent that the Austin Motor Co. of 
England had one of its postwar 


Fars on exhibit in New York city 


) 


sa 


and that “shipments probably 
would reach 2,000 a month by the 
beginning of 1946.” 

The rationing of such cars is al- 
ready covered in OPA Amendment 
22 to RO 2B issued July 18, dealing 
with the removal of rationing from 
the remaining stockpile of 1942 
ars. 

At that time OPA stated: 

“Temporarily, the same eight 
groups of most essential drivers 
who previously were the only 
‘ones eligible to buy new 1942 cars, 

will be the only persons eligible 
for cars made OR IMPORTED 
since July 1, 1945.” 

The original order uses these 
words: 

“This order applies to every pas- 
senger automobile imported or 
manufactured on or after July 1, 

945, which has not been registered 
for use.” 

Most news sources at the time 
of issuance of the order carried the 
news that the cars authorized by 
WPB for production this year 
would be rationed, but they failed 
to include the reference to im- 
ported cars. 

So far as prices on imported 
cars are concerned, that subject 
has not come up as yet, an OPA 
spokesman told Automotive News. 
There undoubtedly will be a price 
ceiling on the imported product, 
he said, and whatever it will be 
doubtless will result from confer- 
ences between the OPA’s Import- 
Export Price branch and the Ex- 
port-Import Assn. 

Meanwhile, all regulations ap- 
plied to domestic product will apply 

o imports—so long as there is need 
for OPA and it still is functioning 

s a price and rationing agency. 

An Austin representative in the 
United States said that the car has 
been priced to sell for about $1,600. 
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relief can be expected from 

delivery of new cars in 1946, 

declared Ed O’Shea, of O’Shea- 

Rogers (Ford). He asserted that 

the most optimistic statements of 

factory men indicated less than 
one new car to a dealer in the 
immediate future. 

Al Duteau, of Duteau Chevrolet 
Co., said that the customers are on 
the alert and are giving their cars 
the best possible care. He reported 
capacity repair and conditioning 
business, with steady demand for 
used cars of any description. 

The situation was aggravated in 
Nebraska by the passage of a bill 
by the 1941 unicameral which re- 
quired that all independent truck- 
ers on irregular routes obtain 
licenses from the Railway commis- 
sion. 

Soon after the measure’s pas- 
sage, trouble developed and the 
government took over and op- 
erated the major truck lines. 

Farmers throughout the state, 
disregarding the law, have joined 
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|Fisk Tire Opens 
3 New Branches 
In East, Midwest 


NEW CORK.—Fisk Tire division 
of U. S. Rubber Co. has opened 
three new district branches, ac- 


 - |cording to J. C. Ray, sales manager. 
|The new branches are located at 


Philadelphia, Pittsburgh and Min- 


= |neapolis. 


.} |Eastern 
2 


STATUE OF CHARLES GOODYEAR is in the rotunda entrance, focal point 


of Goodyear Products Exhibit, scheduled to 
exhibits is t 


display. One of the outstandin 


open late in August as a permanent 
Se ‘Avenue of Tires.’’ Included is 


one tire of every type or classification which Goodyear makes. The exhibit will 


contain a permanent museum with 


Goodyear, 
vulcanization in 1839. 


in hauling the grain of neighbors 
to market. They have also taken 
backhauls to merchants in their 
localities. 

The Nebraska Automobile Deal- 


a replica of the house in which Charles 
or whom the company was named, discovered the process of rubber 


ers’ Assn. held a series of meetings 
throughout the state last spring on 
the problem. The result has been 
remarkably close cooperation be- 
tween car owners and dealers. 


The Philadelphia branch includes 
Pennsylvania, Southern 
New Jersey and part of Delaware. 
John M. Bushey has been appointed 
Philadelphia district manager. 

The Pittsburgh branch territory 
will cover Western Pennsylvania, 
the western extremity of New York 
and parts of Ohio and West Vir- 
ginia. Max C. Welshimer will be 
district manager. 


The new Minneapolis district in- 
cludes western Wiscosin, all of 
;Minnesota, North Dakota and 
South Dakota and all of Iowa ex- 
cept the eastern fringe. The branch 
will be headed by Fred G. Sar- 
geant. 


What do you want to buy, sell or trade? 
See Classified Want Ads, inside back cover 
this issue. 


(Colossus on Wheels 


Gas, not oats, now fuels most of 


the horsepower on our farms 


The American farmer owns more than four million automobiles, drives 
over a million trucks, operates two million tractors! Such is the vast 
power plant that turns the wheels of America’s biggest industry. 


Yes, farming is America’s biggest industry . . . engages more people 
... ranks first in dollar volume. Last year the farmer’s income hit 
another new high, nearly 28 billions. His accumulated savings 
likewise soared. Today he has nearly 14 billions in cash and 

War Bonds! 


Keep your eye on this economic Colossus; with his giant 
income and giant savings he’s ene of the biggest and 


brightest prospects in sight! His family and rural neigh- 


bors account for nearly 40% of America’s consumer pur- 
chases. And now, with an income secure and needs im- 


mense, Colossus may shortly 


Any wonder we say keep 


break all buying records. 


this powerful citizen in 


mind? And when making advertising plans remem- 


ber his favorite magazine? 


No other farm magazine enjoys the preference 
farmers give Country Gentlemen. For no other 
magazine gives the same service to Agriculture, and 


farmers know it. 


ay 


taht 


A cuaeartis 


Polebabedl) 


yet hel 


PUBLICAT 


No. 1] with FARMERS—-RURAL DEALERS — ADVERTISERS 


i} What business can ignore 
the farmer’s strength? 
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Price Reckoning Eased.. . 


OPA Moves 
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wholesaler to another) already has |’ 


to Check 


Surplus Goods Prices 


WASHINGTON.—Steps have 
been taken to prevent excessive 
charges to consumers for surplus 
war goods and at the same time 
provide resellers of such goods with 
simpler methods for figuring their 
ceiling prices, OPA announced last 
week, 

The new provisions, effective 
Aug. 22, 1945, all applicable to re- 
sellers and embodied in supplemen- 
tary order to the one already in 
effect for sales of surplus war 
goods by the government, will have 
this triple effect: 

1 Resellers no longer will be able 
to use the ceiling price of a 
“similar item” which in many cases 
has resulted in excessive resale 
prices for war goods bought at low 
prices. 
2 The pyramiding of prices by 
“cross-stream” sales among iden- 
tical types of sellers, with a mark- 


MORNING 


up added each time, will be 
checked. 

Resellers will find it easier to 

determine their ceiling prices, 
either before or after they buy the 
goods, by being able to find out 
quickly what their dollar-and-cents 
ceilings are or what markup they 
can use. 

OPA pointed out that use of 
the “similar item” method of pric- 
ing is one of the ways of deter- 
mining ceilings allowed under the 
price regulation which froze 
numerous items to March, 1942, 
levels. This method has been used 
in pricing certain surplus war 
goods, but it has not proved effec- 
tive for such goods, many of 
which are sold by the government 
at extremely low prices. 

It was also pointed out that 
cross-stream selling (sales by one 
manufacturer to another or by one 


made its appearance in resales of 
surplus commodities of this war 
acquired from the government. 
Three rules have been laid down 
to prevent undue pyramiding of 
prices resulting from this practice. 
These rules are: 
] Resellers who have customarily 
sold cross-stream may continue 
to do so at markups permitted by 
the order, provided they file a 
statement of the particulars with 
the regional OPA office. 
= Resellers may split their mark- 
ups with subsequent buyers of 
the same class, provided they noti- 
fy such buyers of their maximum 
selling price and provided the final 
price to the next level of sale is not 
higher than it would have been if 
there had been no cross-stream 
sale. 
3 In exceptional cases, OPA may 
? approve cross-stream sales at 
customary markups where neces- 
sary to get the goods distributed. 
Detailed applications must be filed 
in these cases, and no cross-stream 
sales on customary markups can 
be made without specific authoriza- 
tion. 
Where surplus war goods are 
identical with items already be- 


J. B. DAVIS, director of sales and advertising, Ford Motor Co.; Arthur 8 


Hatch, Western regional manager of Ford, and 


previewing the 1946 Lincoln. 


ing sold by the same reseller, the 
same ceilings apply and can be 
used at once. 

If the same item is not being sold 
already, the reseller first consults a 
list of regulations and orders pro- 
vided in an Appendix A to see if 
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ov. and Mrs. Snell of Orego: 


the item is covered there. The ceil 
ings provided by these regulations, 
approximately 450 of which are 
listed, either are in dollar-and-cent. 
terms or are easily calculated. 

If the item is not covered by thg 
listed regulations, resellers then 
consult an Appendix B, listing spe- 
cial orders establishing ceiling 
generally in dollar-and-cents terms 
on a wide variety of commodities. 

Any reseller who cannot use the: 
markup provisions, such as new 
sellers, should apply to the neare 
OPA office for a special markup. 


Used-Truck Drive 
Snares 11 in Ohio 


CANTON, O.—Residents of Be- 
loit and Uniontown, O. are among 
the 11 individuals named in treble 
damage suits filed in Federal Dis- 
trict court by the district OP 
office in a drive to enforce ce 
prices on used trucks. 

Stanley Mileska, of Uniontown 
is charged with the sale of a Chev- 
rolet truck for $500. OPA reports 
the price was $170 over the ceiling 
and the suit asks $510 damages. 

E. G. Peterson, of Beloit is 
charged with the sale of a 1936 
Dodge truck for $675, or $288 over 
the ceiling. The suit asks $864. 


In This Corner 


(Continued from Page 4) 


stated that the dealers seemed in- 
different to the possibilities offered 
in these sales. I would like to re- 
late my experience of a few days 
ago. 

I made a trip to Cincinnati on 
Monday, July 16, for the purpos¢ 
of inspecting some 100 pieces o 
equipment to be offered for sale at 
10 a. m. on Tuesday, the 17th 
Among this equipment were some 
20 or more 1942 Dodge two-door 
sedans that had been advertisedy 
as automobiles. 

I have never seen such a dilapi- 
dated group of cars in my life 
None of them could be started, 
and in many cases a great number 
of parts were missing. 

While making an inspection of 
these vehicles, I had an opportun 
ity to talk to several dealers, 
of whom seemed to be thoroughly 
disgusted with the type of mer 
chandise that was being offered. 
Several of the cars even hac 
“JUNK” written on them — bk 
whom, we do not know. 

The bodies were completely rust- 
ed out, and it was a general opinior 
that any dealer who purchased this” 
merchandise for resale would cer 
tainly make for dissatisfaction 
among the customers who pur- 
chased them. 


Since this is the first sale that 
I have attended, it is possible tha 
this is the exceptional case. I fee 
that the Department of Commerce 
should be criticized for offering 
these units as automobiles; cer 
tainly they were not complete 
automobiles by any means. 


The dealers that I have talked 
to were disappointed to think that 
they had driven quite some dis 
tance with the hope of purchasing 
automobiles and found nothing bu 
a number of “junk” cars. 

I believe this may be the answer 
to the question, “Why do autome 
bile dealers shun the governmen 
surplus sales?” I would be inter- 
ested in hearing of other deale 
experiences. — Haywoop M. Davis, 
manager, Davis Auto Co. (Pontiac) 
Fort Wayne, Ind. 
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Battle of Neb. Wheat 


Dealers and Owners Buck Railroads and Shortage 
Of Mechanics to Sustain Shipments 


By G. W. Kline 

Staff Correspondent 
LINCOLN, Neb. — Nebraska car, 
truck and tractor owners have 


joined with dealers in an all-out 


effort to keep the bumper wheat 
crop moving. 

The railroads and big truck lines, 
alleged te be owned wholly or in 
part by the rails, have failed to 
maintain wheat shipments on 
schedule, spokesmen for the new 
coalition assert. 

Dealers and their mechanics are 
working night and day to keep the 
wheels turning, despite a shortage 
of repair men. 


“We need mechanics and more; 


mechanics,” said Lew Polsky, presi- 
dent of Lincoln Motor Co. (Oldsmo- 
bile). “Although we have been in 
contact with all the agencies, not a 
returned veteran has showed up for 
a job. In the last 90 days we have 
not been able to hire a single 
nechanic.” 

Nebraska was sadly under- 
manned in motor vehicles when 
the emergency began. The average 
age of cars was then almost 10 

\ years, 
The public realizes that little 


OPA to Control 
Price Rationing 
»Of Imported Cars 


WASHINGTON.—European cars 
Psent to the United States for sale 
will be subject to the same OPA 
rules and regulations as domestic 
uto production and trade. 

This subject came up here last 
week following public announce- 

Jnent that the Austin Motor Co. of 
England had one of its postwar 

Fats on exhibit in New York city 
and that “shipments probably 
would reach 2,000 a month by the 
beginning of 1946.” 

The rationing of such cars is al- 
ready covered in OPA Amendment 
22 to RO 2B issued July 18, dealing 
with the removal of rationing from 
the remaining stockpile of 1942 


ars. 

At that time OPA stated: 

“Temporarily, the same eight 

) groups of most essential drivers 
who previously were the only 
‘ ones eligible to buy new 1942 cars, 
will be the only persons eligible 
for cars made OR IMPORTED 
since July 1, 1945.” 

The original order uses these 
words: 

“This order applies to every pas- 
senger automobile imported or 
manufactured on or after July 1, 

945, which has not been registered 
for use.” 

Most news sources at the time 
of issuance of the order carried the 
news that the cars authorized by 
‘WPB for production this year 
would be rationed, but they failed 
to include the reference to im- 
ported cars. 

So far as prices on imported 
cars are concerned, that subject 
has not come up as yet, an OPA 
spokesman told Automotive News. 
There undoubtedly will be a price 
ceiling on the imported product, 
he said, and whatever it will be 
doubtless will result from confer- 
ences between the OPA’s Import- 
Export Price branch and the Ex- 
port-Import Assn. 

Meanwhile, all regulations ap- 
plied to domestic product will apply 
o imports—so long as there is need 
for OPA and it still is functioning 

s a price and rationing agency. 

An Austin representative in the 
United States said that the car has 
been priced to sell for about $1,600. 
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relief can be expected from 
delivery of new cars in 1946, 
declared Ed O’Shea, of O’Shea- 
Rogers (Ford). He asserted that 
the most optimistic statements of 
factory men indicated less than 
one new car to a dealer in the 
immediate future. 

Al Duteau, of Duteau Chevrolet 
Co., said that the customers are on 
the alert and are giving their cars 
the best possible care. He reported 
capacity repair and conditioning 
business, with steady demand for 
used cars of any description. 

The situation was aggravated in 
Nebraska by the passage of a bill 
by the 1941 unicameral which re- 
quired that all independent truck- 
ers on irregular routes obtain 
licenses from the Railway commis- 
sion. 

Soon after the measure’s pas- 
sage, trouble developed and the 
government took over and op- 
erated the major truck lines. 

Farmers throughout the state, 
disregarding the law, have joined 
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[Fisk Tire Opens 
3 New Branches 
In East, Midwest 


NEW CORK.—Fisk Tire division 


:jof U. S. Rubber Co. has opened 


‘ 


three new district branches, ac- 
cording to J. C. Ray, sales manager. 


“|The new branches are located at 


Philadelphia, Pittsburgh and Min- 


* |neapolis. 


'|Eastern Pennsylvania, 


The Philadelphia branch includes 
Southern 
New Jersey and part of Delaware. 


+ | John M. Bushey has been appointed 


STATUE OF CHARLES GOODYEAR is in the rotunda entrance, focal point 


of Goodyear Products Exhibit, scheduled to o 


n late in August as a permanent 


display. One of the on exhibits is the ‘“‘Avenue of Tires.’’ Included is 


one tire of every type or class 
contain a 
Goodyear, 
vulcanization in 1839. 


in hauling the grain of neighbors 
to market. They have also taken 
backhauls to merchants in their 
localities. 

The Nebraska Automobile Deal- 


cation which Goodyear makes. The exhibit will 
ermanent museum with a replica of the house in which Charles 
‘or whom the company was named, discovered the process of rubber 


ers’ Assn. held a series of meetings 
throughout the state last spring on 
the problem. The result has been 
remarkably close cooperation be- 
tween car owners and dealers. 


Philadelphia district manager. 

The Pittsburgh branch territory 
will cover Western Pennsylvania, 
the western extremity of New York 
and parts of Ohio and West Vir- 
ginia. Max C. Welshimer will be 
district manager. 


The new Minneapolis district in- 
cludes western Wiscosin, all of 
Minnesota, North Dakota and 
South Dakota and all of Iowa ex- 
cept the eastern fringe. The branch 
will be headed by Fred G. Sar- 
geant. 


What do you want to buy, sell or trade? 
See Classified Want Ads, inside back cover 
this issue. 


(Colossus on Wheels 


Gas, not oats, now fuels most of 


the horsepower on our farms 


The American farmer owns more than four million automobiles, drives 
over a million trucks, operates two million tractors! Such is the vast 
power plant that turns the wheels of America’s biggest industry. 


Yes, farming is America’s biggest industry . . . engages more people 
... ranks first in dollar volume. Last year the farmer’s income hit 
another new high, nearly 28 billions. His accumulated savings 
likewise soared. Today he has nearly 14 billions in cash and 

War Bonds! 


Keep your eye on this economic Colossus; with his giant 
income and giant savings he’s one of the biggest and 


brightest prospects in sight! His family and rural neigh- 


bors accourt for nearly 40% of America’s consumer pur- 
chases. And now, with an income secure and needs im- 


mense, Colossus may shortly 


Any wonder we say keep 


break all buying records. 


this powerful citizen in 


mind? And when making advertising plans remem- 


ber his favorite magazine? 


No other farm magazine enjoys the preference 
farmers give Country Gentlemen. For no other 
magazine gives the same service to Agriculture, and 


farmers know it. 


tbat e ay 


entleman 


a 


S PUBLICATION 


No. ] with FARMERS—-RURAL DEALERS — ADVERTISERS 


What business can ignore 
the farmer’s strength? 





Dealer 


Cohen to Handle Jeeps 


In Portland, Ore. 

Edward E. Cohen, Portland, Ore., 
has been appointed distributor for 
Willys jeeps for Oregon and South- 
west Washington. 

He will operate under the name 
of Edward E. Cohen Co. with head- 
quarters at 1638 W. Burnside St., 
where remodeling work is now un- 
der way to accommodate a com- 
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Doings 
plete sales and service organization. 
+ * * 


B. C. Dealers Incorporate, 


Name Directors 


Following the organization of the 
Motor Dealers’ Assn. of British 
Columbia, the group has now been 
officially registered under the Brit- 
ish Columbia Societies Act. Accord- 
ing to its incorporation papers, the 
directors of the organization are: 

Stanley G. Collier, Caulfield; Wil- 


INFLUENCE / 
MARKET-WIDE INFLUENCE ! THATS Alt 


WE TALKS ABOUT SINCE HE STUDIED THE 
OREGONWIANS COVERAGE / 


liam A. Davis, Victoria; Frank H. 
Trapp, New Westminster; Marshall 
McLeod, Chilliwack; John A. Fer- 
guson, Nelson; Joseph H. Watkins, 
Vernon; John G. Ranby, Prince 
George; Stanley E. Parker, Prince 
Rupert; Frank A. Hanna, Nanaimo, 
and Edward Gillespie, Kamloops. 


* * * 


Alburger, Tolle with 


Straus-Frank 50 Years 


Jesse L. Alburger and Albert 
Tolle, employes of Straus - Frank 
Co., San Antonio, Tex., wholesalers 
of automotive and hardware sup- 
plies and equipment, were guests 
of honor at a dinner held at the 


Drawing a ring around bee-hive Portland and saying, “‘this is it—this IS the Oregon 
market” is a fine tribute to our metropolis but statistically, it just isn’t so. 


Circle all of Oregon and seven rich counties of Washington and then say, “THIS 
is the Oregon market’”—and you'll be sales-record correct. 


Nobody can “fence in” the Oregon market—it started in Portland, then grew 
up and down our fertile valleys and The Oregonian has grown right along with 
it. Today, with scores of thousands of new citizens being absorbed into farming, 
dairying, lumbering and into our industrial plants, the Oregon market follows 
a familiar pattern—it keeps growing in every direction and every section. 


Today too, The Oregonian follows its pattern of earning its place as part of the 
daily life of the region. It’s circulation (the largest daily and Sunday in the 
area) is kept in proper balance to cover the entire Oregon Market. 


‘If you aren’t in The Oregonian, 
you aren't in the Oregon market.” 


REPRESENTED NATIONALLY 


BY PAUL BLOCK AND ASSOCIATES 


home of Joe Straus, president of 
the company, in recognition of 
their completion of 50 years of 
service with the company. They 
will be retired with full pay. 

* s + 


Carroll Motor Announces 


Postwar Expansion Plans 


Harry H. Miller, general manager 
of Carroll Motor Co. (Dodge-Plym- 
outh), in Binghamton, N. Y., an- 
nounced tentative 
plans last week 
to boost the en- 
closed area of the 
dealership from 
12,000 to approxi- 
mately 20,000 
square feet for 
postwar opera- 
tions. 

The plans en- 
vision “separate 
facilities, with 
suitable entrances 
and shop equip- 
ment for catering to truck trans- 
portation,” Miller said. 

* * * 


Harry Miller 


London Opens Dealership 


In Norristown, Pa. 


London Motors, a new Chrysler 
dealership, has opened in Norris- 
town, Pa., headed by A. Allen Lon- 
don. London is making his initial 
appearance in the automobile busi- 
ness, although he has had 12 years’ 
experience selling transportation. 

J. Harvey Gauer, a veteran in 
that branch of the auto business is 
service manager of the new firm. 

of * + 


Hurd & Goldberg Celebrates 


10 Years in Cranston 


Hurd & Goldberg (Chrysler), 
Cranston, R. I., has celebrated its 
tenth anniversary, according to 
Frank L. Hurd and Samuel B. 
Goldberg, who operate the firm. 


Goldberg has been with Chrysler 
since 1924, and Hurd with the com- 
pany since 1925. Their present deal- 
ership was opened July 15, 1935. 

* * * 


Parts Sales Up 130 Percent 


At Brady-Frazer in R. I. 


Parts sales for the first five 
months of this year at Brady- 
Frazer Co., Chrysler distributor in 
Providence, R. I., showed an in- 
crease of 130 percent over the cor- 
responding period of 1944, Wash- 
ington Frazer reported last week. 

During the same period, cus- 
tomer labor sales showed a gain of 
29 percent for the firm. 

= = s 


Check List Nets Results 


For Hardy in Indiana 


Hardy Chevrolet, of Portland, 
Ind., is making a successful use of 
a “Check List For Motorists” in 
the form of an election ballot and 
containing six needs for automo- 
biles to keep them on the road 
—“tune up engine, lubricate chassis, 
adjust brakes, de-sludge engine, 
change engine oil, and rotate tires.” 
The list is used in newspaper 
advertising copy. Hardy suggests, 
“You check the list — We'll check 
the rest.” 

* * = 


Dursi Acquires Property 


Adjacent to Dealership 


John A. Dursi, Chrysler dealer in 
the Bronx, New York City, has 
purchased property adjacent to his 


dealership and plans construction 
of a new building. 

A brother, Lou Dursi, now serv-* 
ing as a captain in the Army, may 
join the Dursi organization upo 
release from the armed forces. 

s 


Downtown Buick in K. C. 
Begins $150,000 Expansion 

Downtown Buick Co., Kansas 
City, has embarked on a $150,000 
expansion program, featuring the, 
erection of a one-story, 100-foo' 
building at 1712-14 Oak St. 

Harry F. Rice, president of theg 
Buick dealership, also plans to 
build a one-story shop and enlarge 
the garage facilities of the presen 
structure at 1701 McGee St. The 
company will occupy approximately 
40,000 square feet when the expan- 
sion is completed. P 


Ford Appoints Long 
Al Long has been appointed a 
Ford dealer at 14606 Gratiot Ave., 
Detroit 5. , 4 


Truck Sales a Bonanza 


Turning its attention to trucks 
just before used-car ceilings wen 
into effect, Jarvis Downtown Chev-" 
rolet, Peoria, Ill, has reaped a 
financial harvest with an averaget 
sale of 10 heavy-duty models a 
month. The dealership, headed by 
Roy Larson, also has made deal- 
ings in Army surplus’ vehicles 
pay off. . 


Parts Distributor 


Hart’s Automotive Parts Co., 
Chattanooga, Tenn., is a new dis- 
tributor for automotive parts, ac- 
cessories and supplies. It also has 
stores at Dalton, Ga.; Athens, 
Tenn.; Ft. Payne, Ala.; Maryville, 
Tenn.; Cleveland, Tenn., and Har- 
riman, Tenn. ‘ 

* 


Hampton Moves 


Marcus Hampton, owner ofy 
Hampton Motor Co. (Dodge-Plym- 
outh), North Wynne, Ark. is occu- 
pying new quarters on Highway 6 
and 1. The showroom is to carry a 
complete line of Minneapolis-Mo- 
line tractors and farm implements. 

* * 


McDaniel Buys Firm 


P. E. McDaniel, Columbus, O., has 
purchased the Madison County Mo- 
tor Sales at London, O., from Jack 
Johnson. 

McDaniel has just completed 
three years’ service as an automo- 
tive advisor to the Army Air 
Forces. Johnson is erecting a new 
building in London and expects to 
take over the DeSoto and Plym- 


outh franchise this fall. 
* * * 


New Firm in Buffalo 


Hen-Ray Motors, Inc., has been 
incorporated in Buffalo with a 
capital of 200 shares. Incorporators 
are Ray Waick and Joseph May, 
Buffalo, and Henry W. Cohn, Ken- 
more, N. Y. 

* x * 


Shelton to Build 


Shelton Motor Co. (Chrysler), 
Tyler, Tex., is drawing plans for a 
new building. J. R. Shelton, owner, 
reported parts sales during June 
hit better than $5,000 with cus- 
tomer labor coming close to tha 
figure. 

‘OUR ADVERTISEMENT IN YOUR Dealer 

Want Ad Dept. was helpful and it will 

not be necessary to repeat.’’—Floyd H. 


Johnson (Studebaker), Mt. Pleasant, Mich. 
azar Want Ad Dept., Inside Back Coverg 


HIS EXCELLENCY, Sheik Hafiz Wahba of Saudi Arabia, in conversation with 


c. B. Thomas, 
e 
return journey to their homeland, the 
Detroit as guests of Chrysler Corp. 


resident of Chrysler Export Co 
Saudi Arabian delegation to the San Francisco World Conference. On the 


. The Sheik was a member of 
entire delegation spent three days in 


ate edhe ed id et hg * 
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irst Time in History... 
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ord and FAA Name 
saUmpire for Disputes 


= By Mac Gordon 
, Staff Writer 


DETROIT.—Ford and the Fore- 
Hnen’s Assn. of America announced 
appointment last week of an um- 
ow to settle any dispute that may 

rise between the two parties. 

_ The move is believed to be with- 
ut precedent in foremen-manage- 
ment history. It came after weeks 
.of private conferences between 
‘ord executives and foremen. 
Judge W. McKay Skillman of De- 
roit Recorders court was named as 
he disputes umpire. His decisions 
will be binding and final for both 
he company and the FAA, it was 
iat 


In another case affecting fore- 

men- management relations, the 

“NLRB examiner here recom- 
mended that Bohn Aluminum and 

pa Brass Corp. reinstate 21 foremen 

* who claimed they had been locked 

+, out of the corporation’s Adrian 

w (Mich.) plant for joining FAA. 

The examiner’s report declared 
a . hat FAA is a labor organization 

Pee Wvithin the meaning of the National 
x J-abor Relations act. Bohn was said 
. © have engaged in unfair labor. 
practices by its action in regard 
to the 21 foremen. 

Bohn had denied that FAA was 
a labor organization within the 
meaning of the act. The company’s 
statement also asserted that the 
foremen had struck, and _ since 
supervisory workers “are an essen- 
tial part of management,” it was 
impossible to rehire them. 

The alleged lockout occurred in 
December, 1943. 

The labor front here subsided 
over the weekend after reinstate- 
ment of the ousted UAW-CIO at 
.. Packard and settlement of strikes 
at U. S. Rubber and Graham-Paige. 

The Packard dispute flared Tues- 
day when George T. Christopher, 
president, suspended labor relations 
with Local 190 UAW. Christopher 
accused the union stewards of 
“usurping the prerogatives of man- 
agement to such an extent that pro- 
duction has been curtailed and 
quality impaired.” 

Federal arbitrators stepped in- 
to the breach quickly, however, 
and within seven hours the com- 
pany restored its relations with 
Local 190. Conciliation talks were 
continuing Friday in an effort to 
resolve the causes of the Packard 
crackdown. 

Christopher attributed his action 
to “union irresponsibility” in nego- 
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By Mel Adams 
Staff Correspondent 


CHICAGO. — Interest is reported 
to be running high over the sale of 
surplus parts scheduled, here in 
September, with indications point- 
ing to a “large representative at- 
tendance of dealers.” The sale will 
run a week. Negotiations are on for 
a location that will accommodate 
both dealers and sample exhibits 
comfortably. 

Objective of the Office of Surplus 
Property “is to properly segregate 
the items according to type, make 
and condition, and they will . be 
offered in lots which will be of in- 
terest to all dealers.” 

At the July 20 sale of trucks, 
held in the Morrison hotel, all 74 
of the vehicles offered were sold 
to dealers at the rate of one every 
half-minute. 

The trucks brought good prices, 
as indicated by total sale proceeds 
of $41,238.95, against total ceiling 
prices of $48,207. One-half of the 
vehicles brought full ceiling prices 
and most of the others sold at only 
slightly below ceilings. 

While this sale was in progress, 
the War Department Property Dis- 
posal conference held forth at the 
Palmer House. Chief speaker was 
Brig. Gen. David N. Hauseman, di- 
rector of the Army’s Readjustment 
Division headquarters in Washing- 


ton. 
He stressed need for the fullest 
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tiating a dispute over overtime 
work. He declared that officials of 
Local 190 had attempted to prevent 
the employes from working by 
picket lines and force, instead of 
employing peaceful means. 

Workers were returning at U. S. 
Rubber after picketing by 12 mem- 
bers of the Mechanics Educational 
Society of American forced shut- 
down of the plant and stoppage of 
vital war production. 

The 12 MESA men were fired 
by the company at the request of 
the United Rubber Workers-CIO. 
After defying an Army appeal to 
end their grievance, the “rebels” 
were restrained from forming 
picket lines by a Circuit court 
injunction. 

The two-week shutdown at Gra- 
ham-Paige ended as 2,900 workers 
returned. The UAW ordered the 
strike because of company failure 
to provide educational instructors 
in the polishing department. 

Walkout by an estimated 18,000 
workers at the Dodge plant in Chi- 
cago was expected to end over the 
weekend. The strike halted machin- 
ing operations on B-29 engines. 

At Pontiac, 1,500 workers re- 
turned to their jobs at the Pontiac 
Motor foundry. The strikers pro- 
tested the “intense” heat in the 
foundry and the shortage of meat 
in the Pontiac area. 

Meanwhile, proposals to modify 
the WLB’s wage policy were sub- 
mitted to Economic Stabilizer 
William H. Davis by several pub- 
lic members of the labor board. 

Although seeking to retain the 
Little Steel formula as a yardstick, 
the public members would make 
collective bargaining agreements 
effective automatically unless they 
call for wage boosts. 

Both industry and labor members 
of the WLB oppose the plan. In- 
dustry representatives say the set- 
up would have an_ inflationary 
effect, while the labor men want 
to break Little Steel altogether by 
elevating paychecks 30 percent over 
January, 1941, levels. 


3 Used-Car Dealers 


Accused in Detroit 

DETROIT.—Three used-car deal- 
erships here have been named in 
OPA price ceiling suits in Federal 
court. The defendants are the L. 
Davis Motor Sales Co., All-Ameri- 
can Motors, Inc., and Reginald and 
Muriel L. Ecklund. 


Surplus Interest Up 


Auto Dealers Buy Two Trucks Per Minute 
At SPB Sale July 20 in Chicago 


possible publicity on sales, includ- 
ing advertising, combined with 
equality, which he described as 
“let everyone interested have a 
crack at buying.” He added that 
the job ahead will require “the 
courage of David, the wisdom of 
Solomon, the patience of Job, and 
the energy of Superman.’ 

Earlier in the week, this corre- 
spondent went to school at the De- 
partment of Commerce Office of 
Surplus Property headquarters here 
and got a liberal education. Here’s 
what he learned: 

1. Bids made on surplus auto- 
motive parts should not be con- 
fused with sale prices of those 
parts. 

2. Office of Surplus Property offi- 
cials hive not sold trucks, cars or 
parts “at a song,” nor do they in- 
tend to do so. 

3. All bids opened are later re- 
viewed, and unless the prices are 
found to be reasonable, the bids are 
rejected. 

4. Selling at too low prices would 
demoralize the market and be un- 
fair to the trade, it was explained. 

5. Dealers must ask to be put on 
Surplus Property mailing lists or 
they won't receive notices. Required 
by law. 

Putting it another way, there can 
be “many a slip twixt bid and sale,” 
and frequently is. 


B-17 Production Ends; 


Steel Savings Cited 

WASHINGTON. — Production 
of the famed Flying Fortress 
came to an end last week when 
the Air Forces cancelled 
the last of its B-17 orders. 


AAF' officials said that the 
Army has a fleet sufficient “for 
all foreseeable requirements” 
against Japan. The cancellations 
will save 750,000 tons of steel 
and 900,000,000 pounds of alumi- 
num, it was declared. 


PATA Endorses NADA 
On Discount Battle 


PHILADELPHIA.—The board of 
directors of the Philadelphia Auto- 
mobile Trade Assn. last week en- 
dorsed what the National Automo- 
bile Dealers Assn. has done thus 
far in combating proposals to lower 
discounts. 

Approval came following a report 
from a committee sent especially to 
Washington to clear the air on the 
question of NADA activities relat- 
ing to the discount issue. 


Excess Profits Relief Passes; 


Gwynne Bill Up in Fall 


WASHINGTON. — Marked prog- 
ress has been made on Capitol 
Hill on two pieces of legislation of 
considerable interest to dealers 
everywhere. 


The measures are the postwar 
tax bill, designed to help small 
business generally, and the Gwynne 
bill, intended to stabilize wage sit- 
uations by putting a standard time 
on the statute of limitations. Both 
proposals have the vigorous sup- 
port of NADA. 


The tax bill, which primarily 
would raise the excess profit mini- 
mum from $10,000 to $25,000 and 
release certain funds that have 
been held up in connection with 
excess profit taxes, passed the 
Senate after a few minor changes 
were made. It was expected that 
the bill would be flown to Presi- 
dent Truman for signature. 

The Gwynne bill, it appears, will 
have to rest in committee for a 
while. Hearings on it have been 
completed by the House Judiciary 


committee, but no vote has been 
taken. 

A vote is now impossible until 
the House returns from its recess 
on Oct. 8. It is believed that at 
that time the Judiciary committee 
will approve the measure. 

Washington has been bombarded 
during the past week with tele- 
grams and letters in connection 
with the Gwynne bill. This activity 
is described as an illustration of 
the folly of dealers and local or- 
ganizations in not channelling their 
congressional approaches through 
NADA. 

When the House is back in ses- 
sion, NADA is expected to advise 
its members how they can be help- 
ful. 

In the meantime, writing and 
telegraphing Congress about the 
bill may be regarded as a waste 
of time and money. 


‘‘PLEASE BE ADVISED THAT New Truck 
is sold. Thanks a million, will use your 
service again if necessary.’’--L. G. Steiner, 
Pandora Garage, Pandora, Ohio 


“| WANT TOKNOW 
WHAT AUTO BUYERS 
&| ARE THINKING ? 


There are 82,826 Families in the Greater Omaha Market 


Wouldn’t you like to learn how many 
of these families are planning on buying 
a new car—and when? How many own 
cars now, and to what dealers, repair 
shops and service stations they take 
these cars for major and minor repairs? 
What polish or wax they use? 


market. 


You’ll find the answers to all these 


questions—and many others—in the 
new, first edition of the Omaha World- 
Herald Consumer Analysis, just off the 
press. It contains the facts and figures 
you need in order to do a better adver- 


Council Bluffs 


Ns 


COVERS NEBRASKA AND 8S.W. IOWA 


maha 


dealers’ names. 
wallop to your sales message. 


tising and selling job in this great 
Nebraska - southwest Iowa automotive 


Executives may secure copies of this 
revealing study free of charge. Simply 
address your request to our National 
Advertising Department. 


Split Run Privilege— No Extra Cost! 


+ helps give your ads more local interest. Names of 
your country dealers can be placed at bottom of ad in 
our Morning editions for outstate readers. This same 
space in the Evening World-Herald can carry your Omaha- 


Thus we add an extra 


WORLD-HERALD 
One of He Halions Great Hewspapers 


OWNERS AND OPERATORS OF #4010 STATION Kown 
National Representatives, O'Mara & Ormsbee, Inc. 
New York, Chicugeo, Detreit, Les Angeles, Sen Francie 


Net Paid Circulation, May, °45, Average—Daily 208,204, Sunday 210,316 
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Mortality Is 3,365 a Day... 


Cars Still in Use Drop 
Below 22,800,000 


(Continued from Page 1) 
each make of car and totals by;ment are reflected in car owner 


state and county. 


An analysis of registrations by 
make of car shows automotive 
manufacturers are beginning new 
car production under government 
quotas this year in much the 
same relative competitive posi- 
tion they occupied in 1941. The 
wear-out rate of cars by makes 
shows low-price cars dropped out 
of operation in greater numerical 
numbers than more _ expensive 
makes, but it was pointed out the 
total of low price cars on the 
road was far greater. 

Of the total number of passen- 
ger cars licensed in 1944, the re- 
port shows 6,079,937 were Chevro- 
lets, 5,536,418 were Fords and 3,041,- 
222 were Plymouths. Included in 
the first 10 cars by makes were 
Buick, fourth, with 1,542,725; Dodge, 
fifth, 1,479,421 Pontiac, sixth, 1,358,- 
833; Oldsmobile, seventh, 1,202,736; 
Chrysler, eighth, 584,963; Stude- 
baker, ninth, 568,347; and Packard, 
tenth, 435,664, 

Widespread ponulation shifts 
caused by wartime industrial move- 


HOTEL 


FORT SHELBY 
DETROIT 


J. E. Frawley, General Manager 


900 ROOMS WITH BATH, 
CIRCULATING ICE WATER, 
SERVIDOR — FROM $2.50 


Elks know more people 
than any other group of 
680,000 individuals 
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registration movements. In some 
counties where war production has 
been concentrated, car registrations 
have increased more than 50 per- 
cent over the 1941 official figures. 

Among the states, three actually 
showed increases in the number of 
cars registered during the war, 
despite the wearing out of vehicles. 
California increased 4,465 cars; 
Oregon, 1,035 cars and Utah, 1,813 
cars, over the totals shown for 
1941. 


The Eastern Seaboard § states, 
handicapped by severe gasoline ra- 
tions, had the deepest cuts in cars 
going off the road. The Midwest 
states also suffered, while the South 
and West Coast regions show a 
lesser drop, due partially to shift- 
ing of war-working car owners to 
those sections. Michigan’s passen- 
ger car population dropped from 
1,579,066 units in 1941 to 1,343,607 in 
1944, while Pennsylvania’s registra- 
tions went from 1,927,389 to 1,535,614 
and New York from 2,424,544 units 
to 1,804,750. 

It was pointed out that fun- 
dreds of thousands of cars were 
being licensed each year that nor- 

mally would have been junked if 
their owners could get new ve- 
hicles. The fact that the number 
of cars still operating is com- 
paratively small attests to the 
care given the cars and voluntary 
compliance with conservation 
measures, plus increased service 
activities by auto dealers. 


Truck and commercial car reg- 
istrations by makes are not in- 
cluded in the report, Tabulations on 
these will be completed by Polk 
within the next few weeks. 


Chevrolet Hits 
60,000th Engine 


For Aircraft 


DETROIT. -— Chevrolet, in con- 
junction with the Air Technical 
Service Command, last week an- 
nounced that the 60,000th aircraft 
engine came off the final assembly 
line of Chevrolet Aviation Engine 
Plane No. 1 for immediate delivery 
to one of the manufacturers of 
fighting aircraft. 

In making the announcement, 
Marvin E. Coyle, general manager 
of Chevrolet, stated: 

“The 60,000 engines have been of 
two basic types. The Pratt-Whitney 
R-1830 14-cylinder aircraft engine 
which develops 1200 hp., and the 
P-W R-2800 18-cylinder aircraft en- 
gine developing 2100 horsepower.” 

Chevrolet started work on the 
R-1830 in 1941 and produced its 
first engine on Mar. 31, 1942, six 
months ahead of schedule. The last 
of these engines was produced and 
shipped on Mar. 21, 1945. 


H. vanDerZee 


Leaves Dodge 


BUFFALO.—Harold B. vanDer- 
Zee, regional manager in Pitts- 
burgh for Dodge, was honored last 
week by 50 Buffalo-area Dodge 
dealers at a dinner in Hotel Mar- 
keen. 

He is leaving the company to go 
into business for himself. President 
Chester J. Brost of Brost Motors 
Inc., chairman and toastmaster of 
the dinner, presented vanDerZee a 
$1,000 war bond. 


Jeep Express? 
Hannegan Reported Eying 
Willys Distributorship 


ST. LOUIS. — The Post Dispatch 
here veports that Postmaster Rob- 
ert E. Hannegan may become a 
partner in a Willys-Overland dis- 
tributorship, among other enter- 
prises. 

Miles P. Dwyer, former Missouri 
| State senator, is quoted as saying 
that Hannegan will be associated 
with him if he takes the distrib- 
utorship. 

Among 


uses listed for Willys’ 


New York - Chicago * Detroit jeep is mail carrying. 


TED V. RODGERS (left), president 


of the American Trucking Assns., and 


J. V. Lawrence (right), managing director of the ATA executive staff, stop to 
inspect the engine under the hood of a new heavy-duty model Federal truck 


jus 


discusses an important engineering point on a tour through 


plant at Detroit. 


off the production line as Carl Loud (center), sales manager of Federal, 


ederal’s main 


Some Service Held Essential 
To Tire Dealer’s Business 


(Continued from Page 2) 


number of employes they feel are 
essential to man these establish- 
ments. 

In the earlier days of the auto- 
motive business, the car dealers 
were the tire dealers and did the 
bulk of the retail business on re- 
placement tires. Even as late as 
1933 tire companies were getting 
a fairly substantial amount of their 
retail sales from this scource. 

However, due to the increased 
pressure on vehicle sales and the 
greatly lessened net profits from 
tire business in the “dog-eat-dog” 
price battle for sales volume, 
especially after the chains and 
company-owned stores came into 
the tire merchandising picture, 
the tire business became léss and 
less interesting to many dealers. 

In spite of the fact that this 
battle may reoccur just as soon as 
the lush sales honeymoon is over, 
many automotive and tire men are 
looking forward to the _ vehicle 
dealer again becoming a prominent 
factor in tire sales. 

That the price war will come 
again is seen as almost a certainty 
by many students of tire merchan- 
dising. In fact Automotive News 
could find no top tire sales execu- 
tive who could give any reason why 
it should not come into the picture 
within a comparatively short time 
after final victory. 

With an industry passenger-car 
tire production capacity pegged at 
50,000,000 tires per year in 1941 by 
the Rubber Manufacturers Assn., 
now swollen to a 72,000,000 capacity, 
and a 1941 truck tire production 
capacity of 11,000,000 now swollen 
to 28,000,000 per year and with an 
intense striving for dominance in 
the industry apparent in the think- 
ing of the big three in particular, 
little hope is expressed for an or- 
derly “survival of the fittest” elim- 
ination. 

However, the car dealer is seen 
as having much to gain by add- 
ing tire sales and service—partic- 
ularly service—to his present ac- 
tivities. 

He has incorporated in his ser- 
vice setup all of the essential ser- 
vice requirements for tire service 
with the possible exception of tube 
repair, casing inspection and re- 
capping equipment. 

When a customer’s car with worn 
tires is in for front-end alignment 
or wheel balancing, he has the 
stage all set for a logical sale of 
new tires to the end that the cus- 
tomer saves money by getting the 
largest possible mileage use from 
his expenditure before it will be 
necessary again. The dealer is in 
the best position, with his used- 
car department, to trade exchanged 
tires out to the rubbish heap eco- 
nomically. 

The lubrication department, 
which is the service department 
salesroom in most dealerships, 
doesn’t have to waste any time in 
making a thorough tire inspection 
with possible replacement in mind. 

The dealer has the opportunity 
of financing a complete new tire 
sale in with the original used-car 
sales paper. 

Many dealers in the past have 
made it a profitable sales practice 
to encourage changeovers to deluxe 
tires on new-car sales and being 
actually in the tire business gives 
the car dealer a better opportunity 
to dispose of the standard tires at 


a profit. No doubt as many or more 
dealers will utilize this extra profit 
source in postwar. 

To those dealers who will en- 
deavor to capture the entire ser- 
vice business of a large percent- 
age of their new-car customers 
with the idea of building a car 
owner “satisfied customer” fol- 
lowing, a tire service department 
is almost a must. Otherwise the 
dealer will have to expose his 
customer to another source of 
service for his tire service needs. 
Before the war 215,000 filling sta- 
tions sold some tires as an extra 
profit source. 

And last but far from least in 
the several reasons offered as why 
the vehicle dealer should investi- 
gate tire selling carefully in his 
postwar programming, is the elim- 
ination of lower overhead competi- 
tion. If more vehicle dealers do a 
good tire-selling job, there will be 
fewer openings for an independent 
tire dealer to survive and less 
chance for the corner filling sta- 
tions and alley garages. 

But most everyone with experi- 
ence in tire selling seems to agree 
that the dealer who does go into 
tire selling in a volume way must 
set up his tire sales and service 
as a separate department under an 
experienced tire man, who in turn 
must look to tire sales and service 
alone for his revenue. 


Ford Appoints 
Mack Chief of 
Southwest Area 


DEARBORN.—Harry A. Mack, 
for the last 14 years manager of the 
Dearborn branch of the Ford Motor 
Co., has been appointed regional 
manager for the company with 
headquarters at Dallas, Tex., Henry 
Ford II, executive vice-president, 
announced last week. 

Mack, who long has been inter- 
ested in residing in the South- 
western part of the country, is ex- 
pected to assume his new duties 
about Aug. 2. 

Mack succeeds C. B. Ostrander, 
who is resigning from Ford to enter 
private business. 


MODELS THAT improved 


roduction. Early models of gauges 


Britain Boosts s 
Car Prices As 6 
Much As 71% 


DETROIT. — While OPA conti 
ues to oppose relatively slight price 
increases asked by American cé 
makers, British auto manufactu 
ers have jacked up their prices as 
much as 71 percent over prewa 

Besides boosting the base price d 
their products over the 1939 figures, 
the British have tacked on a pu 
chase tax ranging from 70 to 9 
pounds (a pound is worth $4.035 
in American currency). The pu 
chase tax was non-existent before 
the war. 

Prices for the two Austin mode 
now entering production are more 
than double the prewar levels. Thg 
Eight will cost a total of 
pounds, an increase of 119 percent 
over the 1939 price of 149 pound 
while the Ten sells for 397 pounds 
compared to the prewar 185 pounds. 

These increases are not re 
garded by the British as point- 
ing to an inflationary trend, how- 


‘ ever. The new car prices are sai¢ 


to reflect higher costs of produc- 
tion and distribution, as well as 
wage boosts for Britain’s aut 
workers. 

U. S. auto executives believe tha 
if the British allow 65 and 70 pe 
cent hikes in new-car prices wit 
out fearing inflation, OPA should 
have no qualms about permitting 
increases on American autos les 
than half of the British revisions 

Austin Co. spokesmen said in 
England that deliveries of the Six-_j 
teen would commence about Aug 
14, while shipments of the Twelv 
would start Oct. 9. Deliveries u" 
both the saloon and van in thd 
Eight and Ten models are already 
underway. ; 

L. P. Lord, Austin vice-chairman® 
stated that Austin vehicles to the 
value of 4,000,000 pounds would be J 
sent to the dominions, India and™ 
South America by the end of 1945. 4, 
The company has recently namedy 
distributors in Belgium, Spain, sev- 
eral African colonies, Iran and / 
Saudi Arabia. 

Ford in Britain will produce 
during the rest of the year Eights _.*- 
and Tens for domestic and for- 
eign use, according to Lord 
Perry, Ford Co. chairman. Limit- 
ed auto production is expected to 
begin this month. 

_The huge Nuffield Organizationgy * 
listed its 1945 plans as follows: 

Morris Co.—15,000 Eight and Ten 
saloon types; 

Wolseley—18 hp six-cylinder sa- 
loons, also the 14 hp model; me 

MG—Midget two-seater car to®’- 
start rolling off “in the near tu- 
ture”; 

Riley—New 12 and 16 hp saloons. & 

Nuffield intends to build 67,000 
cars in the next 12 months, with 
35,000 orders for cars from abroad 
already on the firm’s books. 

Standard and Banner Lane are y . 
probably already in production. The 
accent at these firms will be on 
Eights and Twelves, with half of e& 
the total output slated for export. 


Ala. Tag Income Up 


MONTGOMERY, Ala.—Alabama motor 
vehicle license collections totaled $3,- 
749,500 in the nine-month period end- 
ing June 30, an increase of $62,876 over 
the corresponding period a year ago, it 
is reported by state Revenue Commis- 
sioner H. G. Dowling. 
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and precision 


instruments that helped revolutionize quality control of mass production were 
presented to the Smithsonian Institution by Louis Polk (left), president of the 
Sheffield Corp., who here answers the questions of Dr. Alexander Wetmore 


(center), secretary of the Smithsonian, 
of Army Ordnance. 


and Lt. Gen. L. H. Campbell jr., chief 
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HELP WANTED 


TO MECHANIC WANTED—Expertenced 
good man. Excellent wages. Healthful 
_—— Kurtz, Ford Dealer, Ocean City, 


AUTO MECHANICS and: metal workers 
wanted by California Buick and Pontiac 


@mdealer. Excellent pay with bonus plan. 


Opportunity for advancement in postwar 
years with well established multiple 
dealer organization. WMC release re- 
quired. San Pedro Motors, Inc., 1600 S. 
Pacific Ave., San Pedro, Calif. 


erences, 

WANTED — District Sales Managers for 
rapidly expanding automobile manufac- 
turer. Age 30 to 45, high school education, 
5 years or more experience in wholesale 
operations in automotive field. Districts 
open in several parts of country. Salary 
and traveling expenses. Factory car fur- 
nished. Present employes know of this 
ad. Box 985 c/o Automotive News, 
Detroit 26. 


see ts 

MAN to represent fleet division of large 
automobile manufacturer. Age 35-45, ex- 
Perience in sale of trucks and passenger 
cars to fleet operators. Good salary and 
traveling expenses. Box 986 c/o Auto- 
motive News, Detroit 26. 


WANTED SHOP FOREMAN AND SERV- 
ICE MANAGER with successful mechan- 
ical experience, able to handle men. Also 
experienced Ford mechanics. Old estab- 
lished Ford Dealership, Runkel Bros., 
Havre, Mont. 


ANTED— ist CLASS BODY MAN. Per- 
manent work—40 hr. week. Time and 
half overtime. One week vacation with 
pay. $1000 Free Life Insurance Policy 
to all employes. Extra monthly bonus. 
Participation in Blue Cross Hospital 
Plan. A clean, light and airy place to 
work. A good job for the right man. Call 
or write the George Motor Co., 60 
Shrewsbury St., Worcester, Mass., Tel. 
2-3747, Dodge & Plymouth Distributors. 


ROTECTED TERRITORY now Bpen for 
dealers. Beautiful all new steel utility 
trailers. New tires. Retail $159.50. Good 
profit. For details write Michael Parmet, 
Sales Manager, Henry Spen Company, 
341 1st Ave., New York, N. Y. 


ARTS CLERKS, EXPERIENCED—Large 
Dodge,, Plymouth car and Dodge truck 
wholesale parts distributor. Fine postwar 
position, best opportunity for advance- 
ment, excellent working conditions. Loca- 
tion—Northern Ohio. Apply The Lake 
City Sales Company, 6603 Euclid Ave., 
Cleveland 3, Ohio. 


FORD PARTS CLERK—Ford Dealer ex- 


perience necessary, good hours, time and 
half for overtime. Hal Lynch Motors, 724 
Hogan St., Jacksonville, Fla. 


WANTED 


AUTOMOTIVE NEWS, JULY 30, 1945 


CLASSIFIED WANT AD DEPARTMENT 


Reaching an estimated 50,000 readers engaged in all branches of the automotive industry from Maine to California. Low Rates: 


TEN CENTS (10c) PER WORD for onc insertion or 25¢ per word for 3 insertions. Cash in advance. Count initials and groups of 


numbers as one word. Ads may be signed with your full name and address at regular rates, but if signed “Box No..... 


., in 


care of Automotive News, Detroit 26, Mich.’ add one Dollar ($1) per insertion for this address and extra service as replies are 


forwarded, unopened, the same day received. Display Ads: $7 per inch, per insertion. 


WANT AD DEPT., AUTOMOTIVE NEWS, PENOBSCOT BUILDING, DETROIT 26, MICH. 


HELP WANTED 


FORD MECHANICS—Thoroughly experi- 


enced Ford mechanics, can make $100 
per week—50-50 commission, good hours. 
Hal Lynch Motors, 724 Hogan St., Jack- 
sonville, Fla. 


WANTED, SALES ENGINEER—(Automo- 
tive Engine Products) Preferably one 


matters with customers, 

staffs. Our company has excellent post- 
war opportunity — salary commensurate 
with previous experience and ability. 
Write full details. All applications wiil be 
held in strict confidence. Must have 
WMC release. Box 997, c/o Automotive 
News, Detroit 26. 


SHOP FOREMAN —Good opportunity. Lan- 
day Nash Sales, 812 Paca St., Baltimore 
30, Md. 


POSITION WANTED 


AUTOMOBILE SALESMANAGER’S POSI- 
TION WANTED. New, used or both. 
Gentile, 41. Available 90 days. Will fur- 
nish complete details in first letter. Write 
Box 1000, c/o Automotive News, De- 
troit 26. 


BUSINESS FOR SALE 


cash. Box 998, c/o Automotive News, 


Detroit 26, Michigan. 
MANUFACTURERS REPRESENTATIVE 


CALLING ON AUTOMOTIVE PARTS and 


accessory jobbers in state of Michigan. 
Wants additional lines. Box 990, c/o 
Automotive News, Detroit 26. 


PARTNERSHIP WANTED 


DEALERSHIP FOR SALE 


FORD DEALERSHIP FOR SALE IN 
NORTHERN WISCONSIN — Located at 
Minocqua and noted for lakes and tour- 
ist trade. Can be purchased with or 
without garage building. Inventory prices 
on parts and equipment. Thirty-four 
years in business. Retiring due to ill 
health. Real opportunity for the right 
man. If interested act at once. Bassett's 
Auto Company, Minocqua, Wisconsin. 


USED CARS WANTED 


SEVEN PASSENGER cars, in fine condi- 
tion only. A. A. Auto Service, 153 W. 
54th St., New York, N. Y. Telephone 
Circle 7-6279. 


SEVEN PASSENGERS, limousines, large 
fives; cars must be clean. Prices 
reasonable. McCLINTOCK - CADILLAC, 
Lansing, Mich. 


I'LL BUY 1 or 1,000 1935 to 1942 cars 
regardless of price or condition. Sam 
Greenfield, 6700 Euclid, Cleveland, Ohio. 
HE 0232. 


WANTED — 1942 Lincoln - Zephyr, radio, 
closed car; also set FMCO seat covers. 
1942 Lincoln-Zephyr 4-door sedan. Kurtz, 
Ford Dealer, Ocean City, N. J. 


USED CARS FOR SALE 


WHOLESALE IS OUR BUSINESS—How- 
ever due to the increasing difficulty of re- 
plenishing our stock we must limit our 
clientele to dealers in position to buy any 
make or model in load lots (4 cars). 
Over 200 cars sold in March at Region A 
as-is ceiling. Call or write George Row- 
ley (Automobiles since 1916), c/o Cap- 
itol City Pontiac Co., Phone Lansing 
5-7212—235 S. Grand Avenue, Lansing, 
Michigan. 


USED CARS AVAILABLE at OPA as is 
base price. 100 car stock. 1937 models 
and up, including 1942 models, ready for 
dealers’ inspection. Chrysler Pittsburgh 


USED CARS FOR SALE 


FOR SALE—1919 Oldsmobile Touring car 


Will sell 
114 


Good appearance, low mileage. 
to highest bidder. Lies Brothers, 
South Lake St.. Aurora, III. 


FOR SALE-—-Have nice low mileage Chrys- 
ler Royal which has been rolled. Insuffi- 
cient body mechanics makes necessary we 
offer this car as-is at $575. Ceiling price 
about $1,400. Marshall Motor, Salina, 
Kansas. 


TRUCKS WANTED 


DUMP TRUCKS WANTED—2 Ford Model 
B or V-8 short wheelbase with hydraulic 
lift bodies. Model B preferred. State price 
and condition. Martin Bros., Yardville, 
N. Y. 


WANTED TO BUY 


All Makes and Models of New 
Trucks 
Also New Bus Chassis 


BEN FISHEL AUTO COMPANY 
2114 Sycamore Street, Cairo, Illinois 


TRUCKS FOR SALE 


FOR SALE 
IMMEDIATE DELIVERY 


Used car carrying trailers. Good condition. 
All dual wheels. Hydraulic brakes. Write 


or wire: 


W. W. TRANSPORTATION CO. 
3746 Kelly Ave. Phone Endicott 6368 
Cleveland 14, Ohio 


BUSES WANTED 


SHOP EQUIPMENT WANTED 


WANTED—Elither Lyons or Berger used 
auto parts bins. Write or wire George H. 
Welsh Motors, Inc., Kansas City 2, Mo. 


WANTED—NEW OR USED BRAKE RE- 
LINER with drilling and counter-sinking 
attachments. State condition and price. 
Boorman & Wilbur, Otisville, New York. 


SHOP EQUIPMENT FOR SALE 


FOR SALE -Goodyear unifuse brake lin- 
ing. sheeter stock formers, clamps, oven, 
$800 inventory, at distributors’ costefor 
$500. Modern Motors, St. Joseph, Mo. 


FORD DISTRIBUTOR ADAPTOR—Enables 
installing 68 or 78 distributors on 42 to 
45 Ford motors when being Installed in 
older units. Shipped parcel post. Roy G. 
Roush, 2502 Sherwood Road, Toledo 9, 
Ohio. 


ADJUSTABLE PARTS BINS that do the 
job. Prompt delivery. Catalog. Write or 
wire SPERBER MANUFACTURING, 
1811 Trombly, Detroit 11. 


STEAM VULCANIZER. build-in generator; 
liquid dispensers and other equipment; 
Big Game Rifles. Ross Bowman Garage, 
Wheeling, W. Va. 


ACCESSORIES FOR SALE 


AUTO SEAT COVERS, fibre, leatherette 
trim. Coupes $5.95, Sedans $9.95. Im- 
mediate shipment. Bay Auto Sales, 374 
Bay Street, Rochester, New York. 


ACCESSORIES WANTED 


WANTED - WANTED - WANTED 
NEW AUTO RADIOS & AUTO HEATERS 
Need unlimited quantity of NEW Auto 
Radios and Heaters (Stewart-Warner gaso- 
line and dash type hot water heaters). Will 
pay cash. Write for full particulars . 
price, quantity, makes, etc. 

MANHATTAN AUTO & RADIO CO. 
1706 7th St., N.W. Washington 1, D. C. 


MISCELLANEOUS 


CRANKSHAFT Grinding & Metallizing. 
JOHN P. HUGHES MOTOR CO., INC., 
801 Commerce St., Lynchburg, Virginia. 


FOR SALE—Ford Laboratory Test set 
newly reconditioned by Heyer—$175. Ford 
6’ Oval neon with Mercury neon attached. 
Newly renovated and painted—$150. Ford 
window neons—each—-$15. Posey Motors, 


nn 0 Damen Boulevard, Pitts- | new BUS CHASSIS WANTED—Will pur- Inc., 1019 Park St., Peekskill, N. Y. 
- a! for PARTNERSHIP WANTED—GM or Ford— : c chase any number of new Ford, Chevrolet, DODGE - PLYMOUTH OUTDOOR NEON 
at Sane —— sa with = — International, or other make bus chassts.| © siGNs— Also Brunner 3-cylinder pressure 
BRAKE LINING experience wants =— re ea Write M. C. Murrell, Superior Coach Sales} car washer. The Albert Motor, 49 Elm 
ale dealer needing a capable an ” y Street, Stamford, Conn 
e partner as operator. Applicant is family —for sale— Company, 2335 N.W. 12th Street, Oklahoma] ‘* — a 
man with fine business and personal record City, Oklahoma, giving lowest prices f.o.b. 
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rience. 


SALES 


xperienced man around 40 to 


supervise brake lining sales through 


ealers and distributors. Applicant 


should have a thorough technical 


knowledge of brake lining and its 
pplication, experience selling brake 


lining for a manufacturer, ability 


» initiate sales promotional plans. 
Position is permanent, present in- 


cumbent leaving for valid personal 


easons. Income will be commen- 
Surate with applicant’s past expe- 
Send full details in con- 
dence to Box No. 999, c/o Automo- 
ive News, Detroit 26. 


and can meet qualifications of most par- 
ticular dealer. Prefer lower half of U. 8. A. 
Box 987 c/o Automotive News, Detroit 26. 


DEALERSHIP WANTED 


DEALERSHIP WANTED—Ford or Chev- 


rolet. 150 to 300-car potential based on 
1941 sales. New England or New York 
state preferred. Give full information. 
Replies confidential. Box 996, c/o Auto- 
motive News, Detroit 26. 


DEALERSHIP FOR SALE 


THREE CAR DEALERSHIPS—3 makes, 


service, gas station, recapping business; 
storage, good inventory equipment. Lo- 
cated center Southern city. Grossed $63,- 
000 1944 without car sales. Ill health re- 
quires sale at low price of $32,000 cash. 
Real opportunity. Ralph Deninger, Broker, 
12 East 41st, New York City. 


WANTED IMMEDIATELY 





TRUCK MECHANICS 
PARTS MEN 


and train Chinese Mechanics and Parts 
Men. Must be between ages 35 and 49— 
in good physical condition and have a min- 


For project in CHINA to repair trucks 
imum of 15 years’ experience. 


GOOD PAY—PLUS OVERSEAS BONUS 


and EXPENSE 


CHRYSLER EXPORT CORVOLATION 
CHINA SERVICE CONTRACT 


TEL. TR 2-8200 


DETROIT 


ALLOWANCE 


5800 CASS AVE. 





Used Cars 
All 1942s 


1385 Units 
Now Released by OPA 


* Studebakers 
* Plymouths 
* Hudsons 


Previously used as cabs, but in 
fine condition. All six-cylinder, 
4-door sedans — low mileage. 
Immediate shipment. 


Phone - Write - Wire 


BEN MEDOW & CO. 


751 S. Michigan Phone 3-3154 
SOUTH BEND 18, IND 


19410 C27 CHRYSLER CROWN IMPERIAL 
SEDAN. Low mileage. Four new tires, 
radio, heater and overdrive. Ceiling $2,- 
616. Lynn H. Maughs, 510 Market St., 
Fulton, Mo. 


1941 DODGE ARMY command cars. 
usually good condition. FRANKLIN 
WEBER PONTIAC, 6115 N. Clark S8t., 
Chicago, III. 


1940 PACKARD CUSTOM SUPER 8 (180) 
series 1075 7 passenger limousine, shows 
no wear—under as is ceiling. Sam Green- 
field Co., 6700 Euclid Ave., Cleveland 
3, O. 


FOR SALE 


1940 White scout cars, 8:25x20 12-ply 
combat tires. New JXD motors. 


Phone or Write 


TRI-STATE MOTOR SALES 
1606 S. Kentucky Ave. Phone 2-9614 
Evansville 13, Ind. 


FOR BUICK 8, 
INTERNATIONAL DEALERS 


Here’s something that will make wonderful 
advertising around town or in a showroom. 
1913 Buick touring sedan in marvelous con- 
dition, new tires with license plates up to 
the last year driven, $1,250. 

About 1904 International, two-cylinder, in 
excellent condition. Can be changed from 
nine-passenger to express body by removing 
seats. $1,200. 

1917 Winton, seven-passenger, enclosed by 
glass windows, changeable for curtains 
during summer. This also is in the best of 
condition. $500. 

If really interested, pictures are available. 


LOUIS AUTO SALES 
5200 Detroit Ave. Cleveland 2, Ohio 


chassis factory or other location. 


BUSES FOR SALE 


FOR SALE—1936 Dodge school bus. Wayne 


body. 54 passenger. Good condition. C. 
W. Donaldson, Pandora, O. 


TWO BRAND NEW 1945 Ford school bus 
chassis, equipped with Blue Bird 60-pas- 
senger school bus bodies, delivery f.o.b. 
Jacksonville. Priced at OPA ceiling. Don- 
ald Neese, Tel. 9-2757, 1917 Biscayne 
Boulevard, Miami 36, Florida. 


BUSES FOR RENT 


BUSES FOR RENT—21 to 48-passenger. 
with option to purchase. Gibbons Coach 
Sales, 6153 Delmar, St. Louis, Mo. 


PARTS WANTED 


LEFT FRONT FENDER for 1938 Packard 
Model 1601. Give price, condition. Pres- 
sell Motor Sales, 301 Robbins, Niles, O. 


WANTED FOR 1941 180 Packard limou- 
sines, fenders, radiator, distributor com- 
plete, what else have you? A. A. Auto 
os 153 W. S4th St., New York, 
N. Y. 


ARTS WANTED. 1941 Ford super dix 
hood. 1942 Chevrolet hood. 1941 Ford 
front bumper brackets. Sam Greenfield 
Co., 6700 Euclid Ave., Cleveland 3, O. 


LEFT REAR DOOR 1940 Hudson Model 
40. Farnham & Sons, Montpelier, Vt. 


WANTED—1940 Plymouth frame, radiator, 


grilles and mouldings. Wire prices col- 
lect. George E. Frazee, Frazee Body 
Wks., Box 3066, Lowell, Arizona. 


PARTS FOR SALE 


AUSTIN, BANTAM, 
Laurel, Miss. 


parts. Hagemaster, 


NEW ECLIPSE BENDIX DRIVES in orig- 
inal boxes, Bendix No. A-1073, 
fication No. 
each, lots of 10. Also new SSIL Wickwire 
Starter Springs, 25c each, lots of 235. 
Southland Iron and Metal Company, 
Norfolk 1, Virginia. 


USED AIRPLANES, 


RC13XXX13-T—price $4.50 


DISCOUNT IS OFFERED on a 

new stainless and steel tank 
trailer, 4,000-gallon capacity, single com- 
partment, 10.00x20 Dayton duals. South- 
western Truck Sales Co., Little Rock, 
Arkansas. 


AIRPLANES FOR SALE 


ALL MAKES, in- 
cluding small trainers; also 4-5 and 8- 
place Beech, Cessna and Waco. Will 
take cars or other airplanes in trade. Can 
finance, also train and check out. In- 
quiries in.ited. Babe Turner, Chief Pilot, 
3916 East Central, Wichita, Kansas. 
Phone 26717. Nordstrom-Mack Motor 
Company, Newton, Kansas, Mosby-Mack 
Motor Company, Topeka, Kansas, Mor- 
gan-Mack Motor Cempany, Lawrence, 
Kansas. 


AUCTION 


BEN FISHEL AUTOMOBILE 
AUCTION COMPANY 
at 10:30 a.m. 
Every Tuesday — Rain or Shine 


Used Cars and Trucks on Hand 
At All Times 


FOR DEALERS ONLY 


WE BUY WE SELL WE SWAP 
COME BUY COME SELL 


Phones 127-128-591 
2112-14-16 Sycamore St. 
Cairo, IL 


New England’s Largest Selection 


USED CARS-WHOLESALE 


CHOICE OF 1,000 CARS—ALL MAKES—ALL MODELS—1936-1942 
24-HOUR SHIPMENT—CALL—WRITE—PHONE 


O‘MEARA MOTOR CO. 


“New England’s Largest Ford Dealer” 
658 CONN. BOULEVARD, EAST HARTFORD, CONN.—Tel. 8-2176 
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Mortality Is 3,365 a Day... 


Cars Still in Use Drop 
Below 22,800,000 | 


(Continued from Page 1) 
each make of car and totals by;ment are reflected ~ “ cons 
ounty. registration movements. In som 
ae i. istrations b counties where war production has 
An analysis of registratio Y | been concentrated, car registrations 
make of car shows automotive 


ae have increased more than 50 per- 
manufacturers are beginning new 


cent over the 1941 official figures. 
car production under government Among the states, three actually 
quotas this year in much the 


© | showed increases in the number of 
same relative competitive posi- |cars registered during the war, 
tion they occupied in 1941. The | gospite the wearing out of vehicles. 
wear-out rate of cars by makes [California increased 4,465 cars; 
shows low-price cars dropped out | Oregon, 1,035 cars and Utah, 1,813 
of operation in greater numerical | oars) over the totals shown for 
numbers than more expensive 


1941, 
aa ne toe potgesy ay _ The Eastern Seaboard states, 


handicapped by severe gasoline ra- 

"Of the total umber of panson-| ions, had the deeroet, cute, i ose 
e total numbe “|going off the road. e i 
ger — wry eae Ghee. states also a while o's 
port shows 0,V(9, “land West Coast regions s , 
lets, 5,536,418 were Fords aeaea te lesser drop, due partially to shift- 
222 were Plymouths. Included in ing of war-working car owners to 
the first 10 cars vuantas Ciedee, those sections. Michigan’s go 
Buick, fourth, with 1,542, th 988. ger car population dropped from 
fifth, 1,479,421 Pontiac, sixth, 1, a6: 1,579,066 units in 1941 to 1,343,607 in 
833; Oldsmobile, seventh, 1,202,7 ee 1944, while Pennsylvania’s registra- 
Chrysler, eighth, 584,963; Stude-| tions went from 1,927,389 to 1,535,614 
baker, — 568,347; and Packard,| 4nq New York from 2,424,544 units 
tenth, 435,664. to 1,804,750. 
Widespread population stats | sndtsd¥es, ptlis’ tieréased service 
ba activities by-auto dealers. 

Truck and commercial car reg- 
istrations by makes are not in- 
cluded in the report, Tabulations on 
these will be completed by Polk 
within the next few weeks. 


Chevrolet Hits 
60,000th Engine 
For Aircraft 


DETROIT. -— Chevrolet, in con- 
junction with the Air Technical 
Service Command, last week an- 
nounced that the 60,000th aircraft 
engine came off the final assembly 
line of Chevrolet Aviation Engine 
Plane No. 1 for immediate delivery 
to one of the manufacturers of 
fighting aircraft. 

In making~thé announcement, 
Marvin E. Coyle, general manager 
of Chevrolet, stated: 

“The 60,000 engines have been of 
two basic types. The Pratt-Whitney 
R-1830 14-cylinder aircraft engine 
which develops 1200 hp,, and the 
P-W R-2800 18-cylinder @rcraft en- 
gine developing 2100 horsepower.” 

Chevrolet started work on the 
R-1830 in 1941 and produced its 
first engine on Mar. 31, 1942, six 
months ahead of schedule. The last 
of these engines was produced and 
shipped on Mar. 21, 1945. 


OTEL 


FORT SHELBY 


DETROIT 


J. E. Frawley, General Mat rele 1 ag 


900 ROOMS WITH BATH, 
CIRCULATING ICE WATER, 
SERVIDOR — FROM $2.50 


H. vanDerZee 


Leaves Dodge 

BUFFALO.—Harold B. vanDer- 
Zee, regional manager in Pitts- 
burgh for Dodge, was honored last 
week by 50 Buffalo-area Dodge 
dealers at a dinner in Hotel Mar- 
keen. 

He is leaving the company to go 


TED V. RODGERS (left), p 
J. V. Lawrence (right), manag 
ins 
just off the production line 
discusses an important eng 
plant at Detroit. 


he hood of a ne 
ct the engine under t %, Cael Lend (esuter), 


ineering point on a tour through 
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resident of the American Trucking Assns., and 
ing director of the ATA executive 


staff, stop to 


-duty model Federal truck 
aa, oales manager of Federal, 
ederal’s main 


Some Service Held Essential 
To Tire Dealer’s Business 


(Continued from Page 2) 


number of employes they feel are 
essential to man these establish- 
ments. 

In the earlier days of the auto- 
motive business, the car dealers 
were the tire dealers and did the 


he retail business on. rp- 
Rupsefany “after the chains and 


company-owned stores came into 

the tire merchandising picture, 

the tire business became less and 
less interesting to many dealers. 

In spite of the fact that this 
battle may reoccur just as soon as 
the lush sales honeymoon is over, 
many automotive and tire men are 
looking forward to the _ vehicle 

dealer again becoming a prominent 
factor in tire sales. 

That the price war will come 
again is seen as almost a certainty 
by many students of tire merchan- 
dising. In fact Automotive News 
could find no top tire sales execu- 
tive who could give any reason why 
it should not come into the picture 
within a comparatively short time 
after final victory. 

With an industry passenger-car 
tire production capacity pegged at 
50,000,000 tires per year in 1941 by 
the Rubber Manufacturers Assn., 
now swollen to a 72,000,000 capacity, 
and a 1941 truck tire production 
capacity of 11,000,000 now swollen 
to 28,000,000 per year and with an 
intense striving for dominance in 
the industry apparent in the think- 
ing of the big three in particular, 
little hope is expressed for an or- 
derly “survival of the fittest” elim- 
ination. 

However, the car dealer is seen 
as having much to gain by add- 
ing tire sales and service—partic- 
ularly service—to his present ac- 
tivities. 

He has incorporated in his ser- 
vice setup all of the essential ser- 
vice requirements for tire service 
with the possible exception of tube 
repair, casing inspection and re- 
capping equipment. 

When a customer’s car with worn 
tires is in for front-end alignment 
or wheel balancing, he has the 
stage all set for a logical sale of 
new tires to the end that the cus- 
tomer saves money by getting the 


a profit. No doubt as many or more 
dealers will utilize this extra profit 
source in postwar. 

To those dealers who will en- 
deavor to capture the entire ser- 
vice business of a large percent- 
ava., hd Situe VIS bs an extra 
profit source. 

And last but far from least in 
the several reasons offered as why 
the vehicle dealer should investi- 
gate tire selling carefully in his 
postwar programming, is:the elim- 
ination of lower overhead competi- 
tion. If more vehicle dealers do a 
good tire-selling job, there will be 
fewer openings for an independent 
tire dealer to survive and _ less 
chance for the corner filling sta- 
tions and alley garages. 

But most everyone with experi- 
ence in tire selling seems to agree 
that the dealer who does go into 
tire selling in a volume way must 
set up his tire sales and service 
as a separate department under an 
experienced tire man, who in turn 
must look to tire sales and service 
alone for his revenue. 


Ford Appoints 
Mack Chief of 
Southwest Area 


DEARBORN. — Harry A. Mack, 
for the last 14 years manager of the 
Dearborn branch of the Ford Motor 
Co., has been appointed regional 
manager for the company with 
headquarters at Dallas, Tex., Henry 
Ford II, executive vice-president, 
announced last week. 

Mack, who long has been inter- 
ested in residing in the South- 
western part of the country, is ex- 
pected to assume his new duties 
about Aug. 2. 

Mack succeeds C. B. Ostrander, 
who is resigning from Ford to enter 
private business. 


Britain Boosts 
Car Prices As 
Much As 71% 


DETROIT. — While OPA conti 
ues to oppose relatively slight price 
increases asked by American cé 
makers, British auto manufactu 
ers have jacked up their prices as 
much as 71 percent over prewa 

Besides boosting the base price ¢ 
their products over the 1939 figures, 
the British have tacked on a pu 
chase tax ranging from 70 to 
pounds (a pound is worth $4.035 
in American currency). The pu 
chase tax was non-existent before 
the war. 

Prices for the two Austin mode 
now entering production are more 
than double the prewar levels. Thg 
Eight will cost a total of 32 
pounds, an increase of 119 percent 
over the 1939 price of 149 poundg 
while the Ten sells for 397 pounds 
compared to the prewar 185 pounds. 

These increases are not re 
garded by the British as point- 
ing to an inflationary trend, how- 

‘ ever. The new car prices are said 
to reflect higher costs of produc- 
tion and distribution, as well as 
wage boosts for Britain’s autd 
workers. 

U. S. auto executives believe tha 
if the British allow 65 and 70 pe 
rant chilese ie ew 
Would start Oct. 9. Deliveries o 
both the saloon and van in thé 
Eight and Ten models are already 
underway. 

L. P. Lord, Austin vice-chairman; 
stated that Austin vehicles to the 
value of 4,000,000 pounds would be 
sent to the dominions, India and 
South America by the end of 1945. 
The company has recently named 
distributors in Belgium, Spain, sev- 
eral African colonies, Iran and 
Saudi Arabia. 

Ford in Britain will produce 
during the rest of the year Eights 
and Tens for domestic and for- 
eign use, according to Lord 
Perry, Ford Co. chairman. Limit- 
ed auto production is expected to 
begin this month. 

; The huge Nuffield Organization 
listed its 1945 plans as follows: 

Morris Co.—15,000 Eight and Ten 
saloon types; 

Wolseley—i18 hp six-cylinder sa- 
loons, also the 14 hp model; 

G—Midget two-seater car to 
Start rolling off “in the near tu- 
ture”; 

Riley—New 12 and 16 hp saloons. 

Nuffield intends to build 67,000 
cars in the next 12 months, with 
35,000 orders for cars from abroad 
already on the firm’s books. 

Standard and Banner Lane are 
probably already in production. The 
accent at these firms will be on 
Eights and Twelves, with half of 
the total output slated for export. 


Ala. Tag Income Up 


MONTGOMERY, Ala.—Alabama motor 
vehicle license collections totaled $3,- 
749,500 in the nine-month period end- 
ing June 30, an increase of $62,876 over 
the corresponding period a year ago, it 
is reported by state Revenue Commis- 
sioner H. G. Dowling. 
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into business for himself. President |largest possible mileage use from 
Chester J. Brost of Brost Motors|/his expenditure before it will be 
Inc., chairman and toastmaster of |necessary again. The dealer is in 
the dinner, presented vanDerZee a]the best position, with his used- 
$1,000 war bond. car department, to trade exchanged 

tires out to the rubbish heap eco- 
nomically. 

The lubrication department, 
which is the service department 
salesroom in most’ dealerships, 
doesn’t have to waste any time in 


Jeep Express? 
Hannegan Reported Eying 


Willys Distributorship 
ST. LOUIS. — The Post Dispatch |™aking a thorough tire inspection 


Elks know more people 
than any other group of 
680,000 individuals 


Wea = with possible replacement in mind. 


The dealer has the opportunity 
of financing a complete new tire 
sale in with the original used-car 


here reports that Postmaster Rob- 
ert E. Hannegan may become a 
partner in a Willys-Overland dis- 
tributorship, among other enter- 
prises. sales paper. 

Miles P. Dwyer, former Missouri] Many dealers in the past have 
|; State senator, is quoted as saying|made it a profitable sales practice 
that Hannegan will be associated |to encourage changeovers to deluxe 
with him if he takes the distrib-|tires on new-car sales and being 
utorship. actually in the tire business gives 
| Among uses listed for Willys’|the car dealer a better opportunity 
jeep is mail carrying. to dispose of the standard tires at 


MODELS THAT improved production. Early models of gauges and precision 
instruments that helped revolutionize quality control of mass production were 
presented to the Smithsonian Institution by Louis Polk (left), president of the 
Sheffield Corp., who here answers the questions of Dr. Alexander Wetmore 
(center), secretary of the Smithsonian, and Lt. Gen. L. H. Campbell jr., chief 
of Army Ordnance. 
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return journey to their homeland, the ent 
Detroit as guests of Chrysler Corp. 
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HELP WANTED | 


TO MECHANIC WANTED—Experienced 
good man. Excellent wages. Healthful 
.. Kurtz, Ford Dealer, Ocean City, ' 


AUTO MECHANICS and metal workers 
wanted by California Buick and Pontiac 
dealer. Excellent pay with bonus plan. 
Opportunity for advancement in postwar 
years with well established multiple 
dealer organization. WMC release re- 
quired. San Pedro Motors, Inc., 1600 S. 
Pacific Ave., San Pedro, Calif. 


WANTED — District Sales Managers for 
rapidly expanding automobile manufac- 
turer. Age 30 to 45, high school education, 
5 years or more experience in wholesale 
operations in automotive field. Districts 
open in several parts of country. Salary 
and traveling expenses. Factory car fur- 
nished. Present employes know of this 
ad. Box 985 c/o Automotive News, 
Detroit 26. 


MAN to represent fleet division of large 
automobile manufacturer. Age 35-45, ex- 
perience in sale of trucks and passenger 
cars to fleet operators. Good salary and 
traveling expenses. Box 986 c/o Auto- 
motive News, Detroit 26. 


WANTED SHOP FOREMAN AND SERV- 
ICE MANAGER with successful mechan- 
ical experience, able to handle men. Also 
experienced Ford mechanics. Old estab- 
lished Ford Dealership, Runkel Bros., 
Havre, Mont. 


VANTED—ist CLASS BODY MAN. Per- 
manent work—40 hr. week. Time and 
half overtime. One week vacation with 
pay. $1000 Free Life Insurance Policy 
to all employes. Extra monthly bonus. 
Participation in Blue Cross Hospital 
Plan. A clean, light and airy place to 
work. A good job for the right man. Call 
or write the George Motor Co., 60 
Shrewsbury St., Worcester, Mass., Tel. 
2-3747, Dodge & Plymouth Distributors. 
PROTECTED TERRITORY now ®6pen for 
dealers. Beautiful all new steel utility 
trailers. New tires. Retail $159.50. Good 
profit. For details write Michael Parmet, 
Sales Manager, Henry Spen Company, 
341 1st Ave., New York, N. Y. 


ARTS CLERKS, EXPERIENCED—Large 
Dodge,, Plymouth car and Dodge truck 
wholesale parts distributor. Fine postwar 
position, best opportunity for advance- 
ment, excellent working conditions. Loca- 
tion—Northern Ohio. Apply The Lake 
City Sales Company, 6603 Euclid Ave., 
Cleveland 3, Ohio. 


FORD PARTS CLERK—Ford Dealer ex- 
perience necessary, good hours, time and 
half for overtime. Hal Lynch Motors, 724 
Hogan St., Jacksonville, Fla. 


WANTED. 
for 


BRAKE LINING 
SALES 


xperienced man around 40 to 
supervise brake lining sales through 
ealers and distributors. Applicant 
should have a thorough technical 
knowledge of brake lining and its 
pplication, experience selling brake 
lining for a manufacturer, ability 
» initiate sales promotional plans. 
Position is permanent, present in- 
cumbent leaving for valid personal 
easons. Income will be commen- 
Surate with applicant’s past expe- 
rience. Send full details in con- 
dence to Box No. 999, c/o Automo- 
ive News, Detroit 26. 
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CLASSIFIED WANT AD DEPARTMENT 


Reaching an estimated 50,000 readers engaged in all branches of the automotive industry from Maine to California. Low Rates: 


TEN CENTS (10c) PER WORD for onc insertion or 25¢ per word for 3 insertions. Cash in advance. Count initials and groups of 


numbers as one word. Ads may be signed with your full name and address at regular rates, but if signed ‘Box No..... 


., in 


care of Automotive News, Detroit 26, Mich."’ add one Dollar ($1) per insertion for this address and extra service as replies are 


forwarded, unopened, the same day received. Display Ads: $7 per inch, per insertion. 


WANT AD DEPT., AUTOMOTIVE NEWS, PENOBSCOT BUILDING, DETROIT 26, MICH. 


HELP WANTED 


FORD MECHANICS—Thoroughly experi- 


enced Ford mechanics, can make $100 
per week—50-50 commission, good hours. 
Hal Lynch Motors, 724 Hogan St., Jack- 
sonville, Fla. 


WANTED, SALES ENGINEER—(Automo- 
tive Engine Products) 
with knowledge of lubricating problems 
and oil filters. Must have good personal- 
ity and be able to discuss mechanical 
matters with customers, engineering 
Our company has excellent post- 
war opportunity — salary commensurate 
with previous experience and ability. 
Write full details. All applications will be 
held in strict confidence. Must have 
WMC release. Box 997, c/o Automotive 
News, Detroit 26. 
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SHOP FOREMAN—Good opportunity. Lan- 
day Nash Sales, 812 Paca St., Baltimore 
30, Md. 


POSITION WANTED 


AUTOMOBILE SALESMANAGER'’S POSI- 
TION WANTED. New, used or both. 
Gentile. 41. Available 90 days. Will fur- 
nish complete details in first letter. Write 
Box 1000, c/o Automotive News, De- 
troit 26. 


BUSINESS FOR SALE 


FOR SALE—Former Ford Parts Distributor 
will sell all equipment, parts, shop and 
office. Parts equipment include new mod- 
ern face trim with fixtures. Equipment 
is sufficient for a 700 car dealer. $10,000 
cash. Box 998, c/o Automotive News, 
Detroit 26, Michigan. 


MANUFACTURERS REPRESENTATIVE 


CALLING ON AUTOMOTIVE PARTS and 
accessory jobbers in state of Michigan. 
Wants additional lines. Box 990, c/o 
Automotive News, Detroit 26. 


PARTNERSHIP WANTED 


PARTNERSHIP WANTED—GM or Ford— 
Successful general manager with 15 years 
experience wants to make connection with 
dealer needing a capable and trustworthy 
partner as operator. Applicant is family 
man with fine business and personal record 
and can meet qualifications of most par- 
ticular dealer. Prefer lower half of U. 8S. A. 
Box 987 c/o Automotive News, Detroit 26. 


DEALERSHIP WANTED 


nn 

DEALERSHIP WANTED—Ford or Chev- 
rolet. 150 to 300-car potential based on 
1941 sales. New England or New York 
state preferred. Give full information. 
Replies confidential. Box 996, c/o Auto- 
motive News, Detroit 26. 


DEALERSHIP FOR SALE 


THREE CAR DEALERSHIPS—3 makes, 


service, gas station, recapping business; 
storage, good inventory equipment. Lo- 
cated center Southern city. Grossed $63,- 
000 1944 without car sales. Ill health re- 
quires sale at low price of $32,000 cash. 
Real opportunity. Ralph Deninger, Broker, 
12 East 41st, New York City. 





PARTS 


and EXPENSE 


CHINA SERVIC 


TEL. TR 2-8200 


GOOD PAY—PLUS OVERSEAS BONUS 


CHRYSLER EXPORT CORPORATION 


WANTED IMMEDIATELY 


TRUCK MECHANICS 


MEN 


For project in CHINA to repair trucks 
and train Chinese Mechanics and Parts 
Men. Must be between ages 35 and 49— 
in good physical condition and have a min- 
imum of 15 years’ experience. 


ALLOWANCE 





‘E CONTRACT 
5800 CASS AVE. 


DETROIT 


DEALERSHIP FOR SALE 


FORD DEALERSHIP FOR SALE IN 
NORTHERN WISCONSIN — Located at 
Minocqua and noted for lakes and tour- 
ist trade. Can be purchased with or 
without garage building. Inventory prices 
on parts and equipment. Thirty-four 
years in business. Retiring due to ill 
health. Real opportunity for the right 
man. If interested act at once. Bassett’s 
Auto Company, Minocqua, Wisconsin. 


USED CARS WANTED 


SEVEN PASSENGER cars, in fine condi- 
tion only. A. A. Auto Service, 153 W. 
54th St., New York, N. Y. Telephone 
Circle 7-6279. 


SEVEN PASSENGERS, limousines, large 
fives; cars must be clean. Prices 
reasonable. McCLINTOCK - CADILLAC, 
Lansing, Mich. 


I'LL BUY 1 or 1,000 1935 to 1942 cars 
regardless of price or condition. Sam 
Greenfield, 6700 Euclid, Cleveland, Ohio. 
HE 0232. 


WANTED — 1942 Lincoln - Zephyr, radio, 
closed car; also set FMCO seat covers. 
1942 Lincoln-Zephyr 4-door sedan. Kurtz, 
Ford Dealer, Ocean City, N. J. 


USED CARS FOR SALE 


WHOLESALE IS OUR BUSINESS—How- 
ever due to the increasing difficulty of re- 
plenishing our stock we must limit our 
clientele to dealers in position to buy any 
make or model in load lots (4 cars). 
Over 200 cars sold in March at Region A 
as-is ceiling. Call or write George Row- 
ley (Automobiles since 1916), 
itol City Pontiac Co., 
5-7212—235 S. Grand Avenue, 
Michigan. 


USED CARS AVAILABLE at OPA as is 
base price. 100 car stock. 1937 models 
and up, including 1942 models, ready for 
dealers’ inspection. Chrysler Pittsburgh 
Co., Inc., 5625 Baum Boulevard, Pitts- 
burgh 6, Pennsylvania. 


Lansing, 


—for sale— 


Used Cars 
All 1942s 


185 Units 
Now Released by OPA 


* Studebakers 
* Plymouths 
* Hudsons 


Previously used as cabs, but in 
fine condition. All six-cylinder, 
4-door sedans — low mileage. 
Immediate shipment. 


Phone - Write - Wire _ ; 


BEN MEDOW & CO. 


751 S. Michigan Phone 3-3154 
SOUTH BEND 138, IND. 


19410 C27 CHRYSLER CROWN IMPERIAL 
SEDAN. Low mileage. Four new tires, 
radio, heater and overdrive. Ceiling $2,- 
616. Lynn H. Maughs, 510 Market St., 
Fulton, Mo. 


1941 DODGE ARMY command cars. Un- 
usually good _ condition. FRANKLIN 
WEBER PONTIAC, 6115 N. Clark St., 
Chicago, Ill. 


1940 PACKARD CUSTOM SUPER 8 (180) 
series 1075 7 passenger limousine, shows 
no wear—under as is ceiling. Sam Green- 
field Co., 6700 Euclid Ave., Cleveland 
3, O. 


FOR SALE 


1940 White scout cars, 8:25x20 12-ply 
combat tires. New JXD motors. 


Phone or Write 


TRI-STATE MOTOR SALES 
1606 S. Kentucky Ave. Phone 2-9614 
Evansville 13, Ind. 


FOR BUICK 8, 
INTERNATIONAL DEALERS 


Here’s something that will make wonderful 
advertising around town or in a showroom. 
1913 Buick touring sedan in marvelous con- 
dition, new tires with license plates up to 
the last year driven, $1,250. 
About 1904 International, two-cylinder, 
excellent condition. Can be changed from 
nine-passenger to express body by removing 
seats. $1,200. 
1917 Winton, seven-passenger, enclosed by 
windows, changeable for curtains 
during summer. This also is in the best of 
condition. $500. 
If really interested, pictures are available. 


LOUIS AUTO SALES 
5200 Detroit Ave. Cleveland 2, Ohio | 


USED CARS FOR SALE 


FOR SALE—1919 Oldsmobile Touring car. 
Good appearance, low mileage. Will sell 
to highest bidder. Lies Brothers, 114 
South Lake St., Aurora, I11. 


FOR SALE—Have nice low mileage Chrys- 
ler Royal which has been rolled. Insuffi- 
cient body mechanics makes necessary we 
offer this car as-is at $575. Ceiling price 
about $1,400. Marshall Motor, Salina, 
Kansas. 


TRUCKS WANTED 


DUMP TRUCKS WANTED—2 Ford Model 
B or V-8 short wheelbase with hydraulic 
lift bodies. Model B preferred. State price 
— Martin Bros., Yardville, 


WANTED TO BUY 
All Makes ~~ = of New 
Also New Bus Chassis 


BEN FISHEL AUTO COMPANY 
2114 Sycamore Street, Cairo, Mlinois 


TRUCKS FOR SALE 


FOR SALE 
IMMEDIATE DELIVERY 


Used car carrying trailers. Good condition. 
All dual wheels. Hydraulic brakes. Write 
or wire: 
W. W. TRANSPORTATION CO. 
3746 Kelly Ave. Phone Endicott 6868 
Cleveland 14, Ohio 


BUSES WANTED 


NEW BUS CHASSIS WANTED—Will pur- 
chase any number of new Ford, Chevrolet, 
International, or other make bus chassis. 
Write M. C. Murrell, Superior Coach Sales 
Company, 2335 N.W. 12th Street, Oklahoma 
City, Oklahoma, giving lowest prices f.o.b. 
chassis factory or other location. 


BUSES FOR SALE 


FOR SALE—1936 Dodge school bus. Wayne 
body. 54 passenger. Good condition. C. 
W. Donaldson, Pandora, O. 


TWO BRAND NEW 1945 Ford school bus 
chassis, equipped with Blue Bird 60-pas- 
senger school bus bodies, delivery f.o.b. 
Jacksonville. Priced at OPA ceiling. Don- 
ald Neese, Tel. 9-2757, 1917 Biscayne 
Boulevard, Miami 36, Florida. 


BUSES FOR RENT 


BUSES FOR RENT—21 to 48-passenger. 
with option to purchase. Gibbons Coach 
Sales, 6153 Delmar, St. Louis, Mo. 


PARTS WANTED 


LEFT FRONT FENDER for 1938 Packard 
Model 1601. Give price, condition. Pres- 
sell Motor Sales, 301 Robbins, Niles, O. 


WANTED FOR 1941 180 Packard limou- 
sines, fenders, radiator, distributor com- 
plete, what else have you? A. A. Auto 
oo 153 W. 54th St., New York, 


PARTS WANTED. 1941 Ford super dlx 
hood. 1942 Chevrolet hood. 1941 Ford 
front bumper brackets. Sam Greenfield 
Co., 6700 Euclid Ave., Cleveland 3, O. 


LEFT REAR DOOR 1940 Hudson Model 
40. Farnham & Sons, Montpelier, Vt. 
WANTED—1940 Plymouth frame, radiator, 
grilles and mouldings. Wire prices col- 
lect. George E. Frazee, Frazee Body 

Wks., Box 3066, Lowell, Arizona. 


PARTS FOR SALE 


AUSTIN, BANTAM, 
Laurel, Miss. 


parts. Hagemaster, 


NEW ECLIPSE BENDIX DRIVES in orig- 
inal boxes, Bendix No. A-1073, Speci- 
fication No. RC13XXX13-T—price $4.50 
each, lots of 10. Also new SS1L Wickwire 
Starter Springs, 25c each, lots of 25. 
Southland Iron and Metal Company, 
Norfolk 1, Virginia. 
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SHOP EQUIPMENT WANTED 


WANTED—Elther Lyons or Berger used 
auto parts bins. Write or wire George H. 
Welsh Motors, Inc., Kansas City 2, Mo. 


WANTED—NEW OR USED BRAKE RE- 
LINER with drilling and counter-sinking 
attachments. State condition and price. 
Boorman & Wilbur, Otisville, New York. 


SHOP EQUIPMENT FOR SALE 


FOR SALE Goodyear unifuse brake lin- 
ing. sheeter stock formers. clamps, oven, 
$S00 inventory, at distributors’ cost«for 
$500. Modern Motors, St. Joseph. Mo 


FORD DISTRIBUTOR ADAPTOR—Enables 
installing 68 or 78 distributors on 42 to 
45 Ford motors when being Installed in 
older units. Shipped parcel post. Roy G. 
Roush, 2502 Sherwood Road, Toledo 9, 
Ohio. 


ADJUSTABLE PARTS BINS that do the 
job. Prompt delivery. Catalog. Write or 
wire SPERBER MANUFACTURING, 
1811 Trombly, Detroit 11. 


STEAM VULCANIZER, build-in generator; 
liquid dispensers and other equipment; 
Big Game Rifles. Ross Bowman Garage. 
Wheeling, W. Va. 


ACCESSORIES FOR SALE 


AUTO SEAT COVERS, fibre, leatherette 
trim. Coupes $5.95, Sedans $9.95. Im- 
mediate shipment. Bay Auto Sales, 374 
Bay Street, Rochester, New York. 


ACCESSORIES WANTED 


WANTED - WANTED - WANTED 
NEW AUTO RADIOS & AUTO HEATERS 


Need unlimited quantity of NEW Auto 
Radios and Heaters (Stewart-Warner gaso- 
line and dash type hot water heaters). Will 
pay cash. Write for full particulars . 
price, quantity, makes, etc. 


MANHATTAN AUTO & RADIO CO. 
1706 7th St., N.W. Washington 1, D. C. 


MISCELLANEOUS 


CRANKSHAFT Grinding & Metallizing. 
JOHN P. HUGHES MOTOR CoO., INC., 
801 Commerce St., Lynchburg, Virginia. 


FOR SALE—Ford Laboratory Test set 
newly reconditioned by Heyer—$175. Ford 
6’ Oval neon with Mercury neon attached. 
Newly renovated and painted—$150. Ford 
window neons—each—-$15. Posey Motors, 
Inc., 1019 Park St., Peekskill, N. Y. 


DODGE - PLYMOUTH OUTDOOR NEON 
SIGNS—-Also Brunner 3-cylinder pressure 
car washer. The Albert Motor, 49 Elm 
Street, Stamford, Conn. 


$1,000 DISCOUNT IS OFFERED on a 
brand new stainless and steel tank 
trailer, 4,000-gallon capacity, single com- 
partment, 10.00x20 Dayton duals. South- 
western Truck Sales Co., Little Rock, 
Arkansas. 


AIRPLANES FOR SALE 


USED AIRPLANES, ALL MAKES, in- 
cluding small trainers; also 4-5 and 8- 
place Beech, Cessna and Waco. Will 
take cars or other airplanes in trade. Can 
finance, also train and check out. In- 
quiries in. ited. Babe Turner, Chief Pilot, 
3916 East Central, Wichita, Kansas. 
Phone 26717. Nordstrom-Mack Motor 
Company, Newton, Kansas, Mosby-Mack 
Motor Company, Topeka, Kansas, Mor- 
gan-Mack Motor Cempany, Lawrence, 
Kansas. 


AUCTION 


BEN FISHEL AUTOMOBILE 
AUCTION COMPANY 


at 10:30 a.m. 


Every Tuesday — Rain or Shine 


Used Cars and Trucks on Hand 
At All Times 


FOR DEALERS ONLY 


WE BUY WE SELL WE SWAP 
COME BUY COME SELL 


Phones 127-128-591 
2112-14-16 Sycamore St. 
Cairo, Ill. 


New England’s Largest Selection 


USED CARS-WHOLESALE 


CHOICE OF 1,000 CARS—ALL MAKES--ALL MODELS—1936-1942 
24-HOUR SHIPMENT—CALL—WRITE—PHONE 


O‘MEARA MOTOR CO. 


““New England’s Largest Ford Dealer’ 
658 CONN. BOULEVARD, EAST HARTFORD, CONN.—Tel. 8-2176 
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22 
Mortality Is 3,365 a Day... 


Cars Still in Use Drop 
Below 22,800,000 


(Continued from Page 1) 
each make of car and totals by;ment are reflected 4 “ pec 
. registration movements. In so 
Oe ee istrati b counties where war production has 
An analysis of registrations Sy been concentrated, car registrations 
make of car shows automotive 


‘ have increased more than 50 per- 
manufacturers are beginning new 


cent over the 1941 official figures. 
car production under government Among the states, three actually 
quotas this year in much the 


© | showed increases in the number of 
same relative competitive posi- |cars registered during the war, 
tion they occupied in 1941. The | gespite the wearing out of vehicles. 
wear-out rate of cars by makes | California increased 4,465 cars; 
shows low-price cars dropped out | Oregon, 1,035 cars and Utah, 1,813 
of operation in greater numerical cars, over the totals shown for 
numbers than more expensive 


1941. 
oaas ae => Tae cae ey a The Eastern Seaboard § states, 


handicapped by severe gasoline ra- 

ry is ia ai of passen ene, = aoe ee Mabon 
oe a, “| going o e road. e 

ger — eae sg Giness. states also ‘toon while 3. 
port shows 6,079, = “land West Coast regions s : 
lets, 5,536,418 were Fords and 3,041,- lesser drop, due partially to shift- 
222 were Plymouths. Included in ing of war-working car owners to 
the first 10 ae by ey those sections. Michigan's oe 
Buick, fourth, with 1,54 V1 : ca: ger car population dropped rom 
fifth, 1,479,421 Pontiac, sixth, 1, *” 1 1,579,066 units in 1941 to 1,343,60 in 
833; + Segoe 9 ae 1,202,736; 1944, while Pennsylvania’s registra- 
Chrysler, eig . ’ ; 


tenth, 435,664. to 1,804,750. 
Widespread population _s mdtsa¥es, Pris" increased service 
: os activities by auto dealers. 

Truck and commercial car reg- 
istrations by makes are not in- 
cluded in the report, Tabulations on 
these will be completed by Polk 
within the next few weeks. 


Chevrolet Hits 
60,000th Engine 
For Aircraft 


DETROIT. -— Chevrolet, in con- 
junction with the Air Technical 
Service Command, last week an- 
nounced that the 60,000th aircraft 
engine came off the final assembly 
line of Chevrolet Aviation Engine 
Plane No. 1 for immediate delivery 
to one of the manufacturers of 
fighting aircraft. 

In making the announcement, 
Marvin E. Coyle, general manager 
of Chevrolet, stated: 

“The 60,000 engines have been of 
two basic types. The Pratt-Whitney 
R-1830 14-cylinder aircraft engine 
which develops 1200 hp., and the 
P-W R-2800 18-cylinder aircraft en- 
gine developing 2100 horsepower.” 

Chevrolet started work on the 
R-1830 in 1941 and produced its 
first engine on Mar. 31, 1942, six 
months ahead of schedule. The last 
of these engines was produced and 
shipped on Mar. 21, 1945. 


H. vanDerZee 


Leaves Dodge 
BUFFALO.—Harold B. vanDer- 


HOTEL 


FORT SHELBY 
DETROIT 
J. E. Frawley, General Manager 


900 ROOMS WITH BATH, 
CIRCULATING ICE WATER, 
SERVIDOR — FROM $2.50 


Stude- | tions went from 1,927,389 to 1,535,614 
baker, ninth, 568,347; and Packard,| 44 New York from 2,424,544 units 


TED V. RODGERS (left), president of the American Trucking Assns., and 


Lawrence (right), managing di 
ct the engine under the hoo 
off the production line 


J. V. 
ins 
jus 
discusses an 
plant at Detroit. 


as Carl Loud (center), 
important engineering point on 


f the ATA executive staff, stop to 
d ase heavy-duty model Federal truck 


sales —_— of Federal, 


a tour through Federal’s main 


Some Service Held Essential 
To Tire Dealer’s Business 


(Continued from Page 2) 


number of employes they feel are 
essential to man these establish- 
ments. 

In the earlier days of the auto- 
motive business, the car dealers 
were the tire dealers and did the 


‘tail business on_rp- 
bulk efnths Ae the chains and 
company-owned stores came into 
the tire merchandising picture, 
the tire business became less and 
less interesting to many dealers. 

In spite of the fact that this 
battle may reoccur just as soon as 

the lush sales honeymoon is over, 
many automotive and tire men are 
looking forward to the vehicle 
dealer again becoming a prominent 
factor in tire sales. 

That the price war will come 
again is seen as almost a certainty 
by many students of tire merchan- 
dising. In fact Automotive News 
could find no top tire sales execu- 
tive who could give any reason why 
it should not come into the picture 
within a comparatively short time 
after final victory. 

With an industry passenger-car 
tire production capacity pegged at 
50,000,000 tires per year in 1941 by 
the Rubber Manufacturers Assn., 
now swollen to a 72,000,000 capacity, 
and a 1941 truck tire production 
capacity of 11,000,000 now swollen 
to 28,000,000 per year and with an 
intense striving for dominance in 
the industry apparent in the think- 
ing of the big three in particular, 
little hope is expressed for an or- 
derly “survival of the fittest” elim- 
ination. 

However, the car dealer is seen 
as having much to gain by add- 
ing tire sales and service—partic- 
ularly service—to his present ac- 
tivities. 

He has incorporated in his ser- 
vice setup all of the essential ser- 
vice requirements for tire service 
with the possible exception of tube 
repair, casing inspection and re- 
capping equipment. 


a profit. No doubt as many or more 
dealers will utilize this extra profit 
source in postwar. 

To those dealers who will en- 
deavor to capture the entire ser- 
vice business of a large percent- 
ava. % Asin’ VES Bs an extra 
profit source. 

And last but far from least in 
the several reasons offered as why 
the vehicle dealer should investi- 
gate tire selling carefully in his 
postwar programming, is ‘the elim- 
ination of lower overhead competi- 
tion. If more vehicle dealers do a 
good tire-selling job, there will be 
fewer openings for an independent 
tire dealer to survive and less 
chance for the corner filling sta- 
tions and alley garages. 

But most everyone with experi- 
ence in tire selling seems to agree 
that the dealer who does go into 
tire selling in a volume way must 
set up his tire sales and service 
as a separate department under an 
experienced tire man, who in turn 
must look to tire sales and service 
alone for his revenue. 


Ford Appoints 
Mack Chief of 
Southwest Area 


DEARBORN. — Harry A. Mack, 
for the last 14 years manager of the 
Dearborn branch of the Ford Motor 
Co., has been appointed regional 
manager for the company with 
headquarters at Dallas, Tex., Henry 
Ford II, executive vice-president, 
announced last week. 

Mack, who long has been inter- 
ested in residing in the South- 
western part of the country, is ex- 
pected to assume his new duties 
about Aug. 2. 

Mack succeeds C. B. Ostrander, 
who is resigning from Ford to enter 
private business. 


Britain Boosts 
Car Prices As 
Much As 71% 


DETROIT. — While OPA conti 


ues to oppose relatively slight price 
increases asked by American Ca 
makers, British auto manufactu 
ers have jacked up their prices as 
much as 71 percent over prewé 

Besides boosting the base price ¢ 
their products over the 1939 figures, 
the British have tacked on a pu 
chase tax ranging from 70 to 
pounds (a pound is worth $4.035 
in American currency). The pu 
chase tax was non-existent before 
the war. 

Prices for the two Austin mode 
now entering production are more 
than double the prewar levels. Thg 
Eight will cost a total of 
pounds, an increase of 119 percent 
over the 1939 price of 149 poundg 
while the Ten sells for 397 pounds 
compared to the prewar 185 pounds. 

These increases are not re 
garded by the British as point- 
ing to an inflationary trend, how- 

‘ ever. The new car prices are sai¢ 
to reflect higher costs of produc- 
tion and distribution, as well as 
wage boosts for Britain’s aut 
workers. 

U. S. auto executives believe the 


i British allow 65 and 70 pe 
if the Britis _ 


nant Jhileon ie we wrt 
Would start Oct. 9. Deliveries o 
both the saloon and van in thé 
Eight and Ten models are already 
underway. 

L. P. Lord, Austin vice-chairman; 
stated that Austin vehicles to the 
value of 4,000,000 pounds would be 
sent to the dominions, India and 
South America by the end of 1945. 
The company has recently named 
distributors in Belgium, Spain, sev- 
eral African colonies, Iran and 
Saudi Arabia. 

Ford in Britain will produce 
during the rest of the year Eights 
and Tens for domestic and for- 
eign use, according to Lord 
Perry, Ford Co. chairman. Limit- 
ed auto production is expected to 
begin this mont). 

; The huge Nuffield Organization 
listed its 1945 plans as follows: 

Morris Co.—15,000 Eight and Ten 
saloon types; 

Wolseley—i8 hp six-cylinder sa- 
loons, also the 14 hp model; 

MG—Midget two-seater car to 
start rolling off “in the near tu- 
ture”; 

Riley—New 12 and 16 hp saloons. 

Nuffield intends to build 67,000 
cars in the next 12 months, with 
35,000 orders for cars from abroad 
already on the firm’s books. 

Standard and Banner Lane are 
probably already in production. The 
accent at these firms will be on 
Eights and Twelves, with half of 
the total output slated for export. 


Ala. Tag Income Up 


MONTGOMERY, Ala.—Alabama motor 
vehicle license collections totaled $3,- 
749,500 in the nine-month Period end- 
ing June 30, an increase of $62,876 over 
the corresponding period a year ago, it 
is reported by state Revenue Commis- 
sioner H. G. Dowling. 


Zee, regional manager in Pitts- When a customer’s car with worn 
burgh for Dodge, was honored last |tires is in for front-end alignment 
week by 50 Buffalo-area Dodgejor wheel balancing, he has the 
dealers at a dinner in Hotel Mar-|stage all set for a logical sale of 
keen. new tires to the end that the cus- 

He is leaving the company to go|tomer saves money by getting the 
into business for himself. President |largest possible mileage use from 
Chester J. Brost of Brost Motors|/his expenditure before it will be 
Inc., chairman and toastmaster of |necessary again. The dealer is in 
the dinner, presented vanDerZee a]the best position, with his used- 
$1,000 war bond. car department, to trade exchanged 

- - tires out to the rubbish heap eco- 
nomically. 

The lubrication department, 
which is the service department 
salesroom in most. dealerships, 
doesn’t have to waste any time in 
- The Post Dispatch |™aking a thorough tire inspection 
with possible replacement in mind. 

The dealer has the opportunity 
of financing a complete new tire 
sale in with the original used-car 


Jeep Express? 
Hannegan Reported Eying 
Willys Distributorship 


Elks know more people 
than any other group of 
680,000 individuals 


Wee = 


ST. LOUIS. - 
here reports that Postmaster Rob- 
ert E. Hannegan may become a 
partner in a Willys-Overland dis- 
tributorship, among other enter- 
prises. sales paper. 

Miles P. Dwyer, former Missouri} Many dealers in the past have 
| State senator, is quoted as saying|made it a profitable sales practice 
that Hannegan will be associated |to encourage changeovers to deluxe 

A Ge AA 22 he) gE with him if he takes the distrib-|/tires on new-car sales and being 
utorship. actually in the tire business gives 

F 3 Among uses listed for Willys’|the car dealer a better opportunity 
New York - Chicago * Detroit jeep is mail carrying. to dispose of the standard tires at 


MODELS THAT improved production. Early models of gauges and precision 
instruments that helped revolutionize quality control of mass soedtina were 
procented to the Smithsonian Institution by Louis Polk (left), president of the 
Sheffield Corp., who here answers the questions of Dr. Alexander Wetmore 
(center), segretary of the Smithsonian, and Lt. Gen. L. H. Campbell jr., chief 
of Army Ordnance. 


di Arabian delegation to tne oan c§ramucsw wuss ~~—---- 
oo See a= to their homeland, the entire delegation spent three days in 


Detroit as guests of Chrysler Corp. 


oe 


REPRESENTED NATIONALLY BY PAUL BLOCK AND ASSOCIATES 
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HELP WANTED 


TO MECHANIC WANTED—Expertenced 
good man. Excellent wages. Healthful 


1. Kurtz, Ford Dealer, Ocean City, | 


AUTO MECHANICS and metal workers 


wanted by California Buick and Pontiac 
dealer. Excellent pay with bonus plan. 
Opportunity for advancement in postwar 
years with well established multiple 
dealer organization. WMC release re- 
quired. San Pedro Motors, Inc., 1600 S. 
Pacific Ave., San Pedro, Calif. 


erence 

WANTED — District Sales Managers for 
apidly expanding automobile manufac- 
turer. Age 30 to 45, high school education, 
5 years or more experience in wholesale 
operations in automotive field. Districts 
open in several parts of country. Salary 
and traveling expenses. Factory car fur- 
nished. Present employes know of this 
ad. Box 985 c/o Automotive News, 
Detroit 26. 

reenter, 

MAN to represent fleet division of large 
automobile manufacturer. Age 35-45, ex- 
Perience in sale of trucks and passenger 
cars to fleet operators. Good salary and 
traveling expenses. Box 986 c/o Auto- 
motive News, Detroit 26. 


WANTED SHOP FOREMAN AND SERV- 


ICE MANAGER with successful mechan- 
ical experience, able to handle men. Also 
experienced Ford mechanics. Old estab- 
lished Ford Dealership, Runkel Bros., 
Havre, Mont. 


VANTED—Iist CLASS BODY MAN. Per- 
manent work—40 hr. week. Time and 
half overtime. One week vacation with 
pay. $1000 Free Life Insurance Policy 
to all employes. Extra monthly bonus. 
Participation in Blue Cross Hospital 
Plan. A clean, light and airy place to 
work. A good job for the right man. Call 
or write the George Motor Co., 60 
Shrewsbury St., Worcester, Mass., Tel. 
2-3747, Dodge & Plymouth Distributors. 


PROTECTED TERRITORY now 6pen for 
dealers. Beautiful all new steel utility 
trailers. New tires. Retail $159.50. Good 
profit. For details write Michael Parmet, 
Sales Manager, Henry Spen Company, 
341 1st Ave., New York, N. Y. 


ARTS CLERKS, EXPERIENCED—Large 
Dodge,, Plymouth car and Dodge truck 
wholesale parts distributor. Fine postwar 
position, best opportunity for advance- 
ment, excellent working conditions. Loca- 
tion—Northern Ohio. Apply The Lake 
City Sales Company, 6603 Euclid Ave., 
Cleveland 3, Ohio. 


FORD PARTS CLERK—Ford Dealer ex- 


perience necessary, good hours, time and 
haif for overtime. Hal Lynch Motors, 724 
Hogan St., Jacksonville, Fla. 


WANTED 


| 
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CLASSIFIED WANT AD DEPARTMENT 


Reaching an estimated 50,000 readers engaged in all branches of the automotive industry from Maine to California. Low Rates: 


TEN CENTS (10c) PER WORD for once insertion or 25c per word for 3 insertions. Cash in advance. Count initials and groups of 


numbers as one word. Ads may be signed with your full name and address at regular rates, but if signed “Box No......,in 


care of Automotive News, Detroit 26, Mich.’ add one Dollar ($1) per insertion for this address and extra service as replies are 


forwarded, unopened, the same day received. Display Ads: $7 per inch, per insertion. 


WANT AD DEPT., AUTOMOTIVE NEWS, PENOBSCOT BUILDING, DETROIT 26, MICH. 


HELP WANTED 


FORD MECHANICS—Thoroughly experi- 
enced Ford mechanics, can make $100 
per week—50-50 commission, good hours. 
Hal Lynch Motors, 724 Hogan St., Jack- 
sonville, Fla. 


WANTED, SALES ENGINEER—(Automo- 
tive Engine Products) Preferably one 
with knowledge of lubricating problems 
and oil filters. Must have good personal- 
ity and be able to discuss mechanical 
matters with customers, engineering 
staffs. Our company has excellent post- 
war opportunity — salary commensurate 
with previous experience and ability. 
Write full details. All applications will be 
held in strict confidence. Must have 
WMC release. Box 997, c/o Automotive 
News, Detroit 26. 


cee en SOE 

SHOP FOREMAN—Good opportunity. Lan- 
day Nash Sales, 812 Paca St., Baltimore 
30, Md. 


POSITION WANTED 


AUTOMOBILE SALESMANAGER’S POSI- 
TION WANTED. New, used or both. 
Gentile, 41. Available 90 days. Will fur- 
nish complete details in first letter. Write 
Box 1000, c/o Automotive News, De- 
troit 26. 


BUSINESS FOR SALE 


FOR SALE—Former Ford Parts Distributor 
will sell all equipment, parts, shop and 
office. Parts equipment include new mod- 
ern face trim with fixtures. Equipment 
is sufficient for a 700 car dealer. $10,000 
cash. Box 998, c/o Automotive News, 
Detroit 26, Michigan. 


AS 
MANUFACTURERS REPRESENTATIVE 


CALLING ON AUTOMOTIVE PARTS and 
accessory jobbers in state of Michigan. 
Wants additional lines. Box 990, c/o 
Automotive News, Detroit 26. 

eS 


PARTNERSHIP WANTED 


Caan ee rnrnnnENnNR REE RREEEeEnennennanny 


DEALERSHIP FOR SALE 


FORD DEALERSHIP FOR SALE IN 
NORTHERN WISCONSIN — Located at 
Minocqua and noted for lakes and tour- 
ist trade. Can be purchased with or 
without garage building. Inventory prices 
on parts and equipment. Thirty-four 
years in business. Retiring due to ill 
health. Real opportunity for the right 
man. If interested act at once. Bassett’s 
Auto Company, Minocqua, Wisconsin. 


USED CARS WANTED 


SEVEN PASSENGER cars, in fine condi- 
tion only. A. A. Auto Service, 153 W. 
54th St., New York, N. Y. Telephone 
Circle 7-6279. 


SEVEN PASSENGERS, limousines, 
fives; cars must be clean. ’ 
reasonable. McCLINTOCK - CADILLAC, 


Lansing, Mich. 


I'LL BUY 1 or 1,000 1935 to 1942 cars 
regardless of price or condition. Sam 
Greenfield, 6700 Euclid, Cleveland, Ohio. 
HE 0232. 


WANTED — 1942 Lincoln - Zephyr, radio, 
closed car; also set FMCO seat covers. 
1942 Lincoln-Zephyr 4-door sedan. Kurtz, 
Ford Dealer, Ocean City, N. J. 


USED CARS FOR SALE 


WHOLESALE IS OUR BUSINESS—How- 
ever due to the increasing difficulty of re- 
plenishing our stock we must limit our 
clientele to dealers in position to buy any 
make or model in load lots (4 cars). 
Over 200 cars sold in March at Region A 
as-is ceiling. Call or write George Row- 
ley (Automobiles since 1916), c/o Cap- 
itol City Pontiac Co., Phone Lansing 
5-7212—235 S. Grand Avenue, Lansing, 
Michigan. 


USED CARS AVAILABLE at OPA as is 
base price. 100 car stock. 1937 models 
and up, including 1942 models, ready for 
dealers’ inspection. Chrysler Pittsburgh 
Co., Inc., 5625 Baum Boulevard, Pitts- 
burgh 6, Pennsylvania. 


USED CARS FOR SALE 


FOR SALE—1919 Oldsmobile Touring car. 
Good appearance, low mileage. Will sell 
to highest bidder. Lies Brothers, 114 
South Lake St., Aurora, Il. 


FOR SALE—Have nice low mileage Chrys- 
ler Royal which has been rolled. Insuffi- 
cient body mechanics makes necessary we 
offer this car as-is at $575. Ceiling price 
about $1,400. Marshall Motor, Salina, 
Kansas. 


TRUCKS WANTED 


DUMP TRUCKS WANTED—2 Ford Model 
B or V-8 short wheelbase with hydraulic 
lift bodies. Model B preferred. State price 
and condition. Martin Bros., Yardville, 
N. Y. 


WANTED TO BUY 


All Makes and Models of New 
Trucks 
Also New Bus Chassis 


BEN FISHEL AUTO COMPANY 
2114 Sycamore Street, Cairo, Ilinois 


TRUCKS FOR SALE 


FOR SALE 
IMMEDIATE DELIVERY 


Used car carrying trailers. Good condition. 
All dual wheels. Hydraulic brakes. 
or wire: 
W. W. TRANSPORTATION CO. 
3746 Kelly Ave. 
Cleveland 14, Ohio 


BUSES WANTED 


NEW BUS CHASSIS WANTED—Will pur- 


chase any number of new Ford, Chevrolet, 


Write 


Phone Endicott 6868 


SHOP EQUIPMENT WANTED 


WANTED—Either Lyons or Berger used 
auto parts bins. Write or wire George H. 
Welsh Motors, Inc., Kansas City 2, Mo. 


WANTED—NEW OR USED BRAKE RE- 
MINER with drilling and counter-sinking 
att@nments. State condition and price. 
Boormn & Wilbur, Otisville, New York. 


SHOP EQUIPMENT FOR SALE 


FOR 
ing. 
$800 inventory, 
$500. 


SALE- Goodyear unifuse brake lin- 
sheeter stock formers. clamps, oven, 
at distributors’ cost for 
Modern Motors, St. Joseph, Mo. 


FORD DISTRIBUTOR ADAPTOR—Enables 
installing 68 or 78 distributors on 42 to 
45 Ford motors when being installed in 
older units. Shipped parcel post. Roy G. 
Roush, 2502 Sherwood Road, Toledo 9, 
Ohio. 


ADJUSTABLE PARTS BINS that do the 
job. Prompt delivery. Catalog. Write or 
wire SPERBER MANUFACTURING, 
1811 Trombly, Detroit 11. 


STEAM VULCANIZER, build-in generator; 
liquid dispensers and other equipment; 
Big Game Rifles. Ross Bowman Garage, 
Wheeling, W. Va. 


ACCESSORIES FOR SALE 


AUTO SEAT COVERS, fibre, leatherette 
trim. Coupes $5.95, Sedans $9.95. Im- 
mediate shipment. Bay Auto Sales, 374 
Bay Street, Rochester, New York. 


ACCESSORIES WANTED 


WANTED - WANTED - WANTED 
NEW AUTO RADIOS & AUTO HEATERS 


Need unlimited quantity of NEW Auto 
Radios and Heaters (Stewart-Warner gaso- 
line and dash type hot water heaters). Will 
pay cash. Write for full particulars . 
price, quantity, makes, etc. 

MANHATTAN AUTO & RADIO CO. 
1706 7th St., N.W. Washington 1, D. C. 


MISCELLANEOUS 


CRANKSHAFT Grinding & Metallizing. 
JOHN P. HUGHES MOTOR CoO., INC., 
801 Commerce St., Lynchburg, Virginia. 


FOR SALE—Ford Laboratory Test set 
newly reconditioned by Heyer—$175. Ford 
6’ Oval neon with Mercury neon attached. 
Newly renovated and painted—$150. Ford 
window neons—each—$15. Posey Motors, 
Inc., 1019 Park St., Peekskill, N. Y. 


PARTNERSHIP WANTED—GM or Ford— 
Successful general manager with 15 years 
experience wants to make connection with 
dealer needing a capable and trustworthy 
partner as operator. Applicant is family 
man with fine business and personal record 
and can meet qualifications of most par- 
ticular dealer. Prefer lower half of U. S. A. 
Box 987 c/o Automotive News, Detroit 26. 


DODGE - PLYMOUTH OUTDOOR NEON 
SIGNS—Also Brunner 3-cylinder pressure 
car washer. The Albert Motor, 49 Elm 
Street, Stamford, Conn. 


for 


BRAKE LINING 
SALES 


xperienced man around 40 to 
supervise brake lining sales through 
ealers and distributors. Applicant 
should have a thorough technical 
knowledge of brake lining and its 
pplication, experience selling brake 
lining for a manufacturer, ability 
9 initiate sales promotional plans. 
Position is permanent, present in- 
cumbent leaving for valid personal 
easons. Income will be commen- 
Surate with applicant’s past expe- 
rience. Send full details in con- 
eaidence to Box No. 999, c/o Automo- 
ive News, Detroit 26. 


International, or other make bus chassis. 
Write M. C. Murrell, Superior Coach Sales 
Company, 2335 N.W. 12th Street, Oklahoma 
City, Oklahoma, giving lowest prices f.o.b. 
chassis factory or other location. 


—for sale— 


Used Cars 
All 1942s 


185 Units 
Now Released by OPA 


* Studebakers 
* Plymouths 
* Hudsons 


Previously used as cabs, but in 
fine condition. All six-cylinder, 
4-door sedans — low mileage. 
Immediate shipment. 


$1,000 DISCOUNT IS OFFERED on a 
brand new stainless and _ steel tank 
trailer, 4,000-gallon capacity, single com- 
partment, 10.00x20 Dayton duals. South- 
western Truck Sales Co., Little Rock, 


BUSES FOR SALE Arkansas. 


FOR SALE—1936 Dodge school bus. Wayne 
body. 54 passenger. Good condition. C. 
W. Donaldson, Pandora, O. 


TWO BRAND NEW 1945 Ford school bus 
chassis, equipped with Blue Bird 60-pas- 
senger school bus bodies, delivery f.o.b. 
Jacksonville. Priced at OPA ceiling. Don- 
ald Neese, Tel. 9-2757, 1917 Biscayne 
Boulevard, Miami 36, Florida. 


BUSES FOR RENT 


DEALERSHIP WANTED 


eee i ESSEC 

DEALERSHIP WANTED—Ford or Chev- 
rolet. 150 to 300-car potential based on 
1941 sales. New England or New York 
state preferred. Give full information. 
Replies confidential. Box 996, c/o Auto- 
motive News, Detroit 26. 


DEALERSHIP FOR SALE 


THREE CAR DEALERSHIPS—3 makes, 
service, gas station, recapping business; 
storage, good inventory equipment. Lo- 
cated center Southern city. Grossed $63,- 
000 1944 without car sales. Ill health re- 
quires sale at low price of $32,000 cash. 


Real opportunity. Ralph Deninger, Broker, : 
12 Bast ist, New York City. __Phone - Write - Wire _ 


BEN MEDOW & CO. 


751 S. Michigan Phone 83-3154 
SOUTH BEND 138, IND. 


AIRPLANES FOR SALE 


USED AIRPLANES, ALL MAKES, in- 
cluding small trainers; also 4-5 and 8- 
place Beech, Cessna and Waco. Will 
take cars or other airplanes in trade. Can 
finance, also train and check out. In- 
quiries in. ited. Babe Turner, Chief Pilot, 
3916 East Central, Wichita, Kansas. 
Phone 26717. Nordstrom-Mack Motor 
Company, Newton, Kansas, Mosby-Mack 
Motor Company, Topeka, Kansas, Mor- 
gan-Mack Motor Cempany, Lawrence, 
Kansas. 


AUCTION 


BEN FISHEL AUTOMOBILE 
AUCTION COMPANY 


at 10:30 a.m. 
Every Tuesday — Rain or Shine 


Used Cars and Trucks on Hand 
At All Times 


= 


BUSES FOR RENT—21 to 4S8-passenger. 
with option to purchase. Gibbons Coach 
Sales, 6153 Delmar, St. Louis, Mo. 


PARTS WANTED 


LEFT FRONT FENDER for 1938 Packard 
Model 1601. Give price, condition. Pres- 
sell Motor Sales, 301 Robbins, Niles, O. 


WANTED FOR 1941 180 Packard limou- 
sines, fenders, radiator, distributor com- 
plete, what else have you? A. A. Auto 


1940 C27 CHRYSLER CROWN IMPERIAL oe 153 W. 54th St., New York, 


SEDAN. Low mileage. Four new tires, 
radio, heater and overdrive. Celling $2,- 
616. Lynn H. Maughs, 510 Market St., 
Fulton, Mo. 


PARTS WANTED. 1941 Ford super dix 
hood. 1942 Chevrolet hood. 1941 Ford 
front bumper brackets. Sam Greenfield 
Co., 6700 Euclid Ave., Cleveland 3, O. 


LEFT REAR DOOR 1940 Hudson Model 
40. Farnham & Sons, Montpelier, Vt. 
WANTED—1940 Plymouth frame, radiator, 
grilles and mouldings. Wire prices col- 
lect. George E. Frazee, Frazee Body 

Wks., Box 3066, Lowell, Arizona. 


PARTS FOR SALE 


AUSTIN, BANTAM, 
Laurel, Miss. 


WANTED IMMEDIATELY 


1941 DODGE ARMY command cars. Un- 
usually good condition. FRANKLIN 
WEBER PONTIAC, 6115 N. Clark St., 
Chicago, II). 


TRUCK MECHANICS 
PARTS MEN 


1940 PACKARD CUSTOM SUPER 8 (180) 
series 1075 7 passenger limousine, shows 
no wear—under as is ceiling. Sam Green- 
field Co., 6700 Euclid Ave., Cleveland 
3, O. 


FOR DEALERS ONLY 


WE BUY WE SELL WE SWAP 
COME BUY COME SELL 


Phones 127-128-591 
2112-14-16 Sycamore St. 
Cairo, Il. 


For project in CHINA to repair trucks 
and train Chinese Mechanics and Parts 
Men. Must be between ages 35 and 49— 
in good physical condition and have a min- 
imum of 15 years’ experience. 


parts. Hagemaster, 


FOR SALE 


1940 White scout cars, 8:25x20 12-ply 
combat tires. New JXD motors. 


Phone or Write 


TRI-STATE MOTOR SALES 
1606 S. Kentucky Ave. Phone 2-9614 
Evansville 13, Ind. 


NEW ECLIPSE BENDIX DRIVES in orig- 
inal boxes, Bendix No. A-1073, Speci- 
fication No. RC13XXX13-T—price $4.50 
each, lots of 10. Also new SS1L Wickwire 
Starter Springs, 25c each, lots of 25. 
Southland Iron and Metal Company, 
Norfolk 1, Virginia. 


GOOD PAY—PLUS OVERSEAS BONUS 


and EXPENSE ALLOWANCE 
New England’: Largest Selection 


USED CARS-WHOLESALE 


CHOICE OF 1,000 CARS—ALL MAKES—ALL MODELS—1936-1942 
24-HOUR SHIPMENT—CALL—WRITE—PHONE 


O‘MEARA MOTOR CO. 


“New England’s Largest Ford Dealer’ 
658 CONN. BOULEVARD, EAST HARTFORD, CONN.—Tel. 8-2176 


FOR BUICK 8, 
INTERNATIONAL DEALERS 


Here’s something that will make wonderful 
advertising around town or in a showroom. 
1913 Buick touring sedan in marvelous con- 
dition, new tires with license plates up to 
the last year driven, $1,250. 

About 1904 International, two-cylinder, in 
excellent condition. Can be changed from 
nine-passenger to express body by removing 
seats. $1,200. 

1917 Winton, seven-passenger, enclosed by 
glass windows, changeable for curtains 
during summer. This also is in the best of 
condition. $500. 

If really interested, pictures are available. 


LOUIS AUTO SALES 
5200 Detroit Ave. Cleveland 2, Ohio 


CHRYSLER EXPORT CORPORATION 
CHINA SERVICE CONTRACT 


TEL. TR 2-8200 5800 CASS AVE. 


DETROIT 
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ANNOUNCING THE GREAT NEW 


GENERAL MOTORS TECHNICAL CENTER 


Dedicated to the Achievement of 


“MORE AND BETTER THINGS FOR MORE PEOPLE” 


KEY TO ILLUSTRATION: 1—Administration Build- 
ing and Entrance to Technical Center. 1A— Auditorium 
and ee ooms Wing. 1B— Personnel Service Facili- 
ties Wing. 2— Future Expansion. 3— Research Labora- 
tories and Supplementary Buildings. 4—Process 
Development Building. 5—Future Expansion. 6— 
Advanced Engineering Buildings. 7—Styling Section 
Building. @—lahe for Cooling and Other Utility Pur- 


poses. 


e SOME FACTS e 
about the GM Technical Center 


PURPOSES: First, to provide the divisions of 
General Motors with greatly expanded and 
superlatively fine research, engineering and de- 
sign advantages in addition to those which they 
themselves enjoy. Second, to cooperate with 
educational institutions, foundations and dis- 
tinguished individuals engaged in the pursuit of 
progress in science, engineering and the func- 
tional arts. 

EXTENT: 350 acres of grounds upon which will 
be located a number of main buildings to begin 
with, many more eventually. 

FACILITIES: Research and engineering labora- 
tories, libraries, exhibits, studios, auditoriums, 
meeting halls, living quarters, dining rooms, 
lecture halls and offices. 

ADVANTAGES: Advanced facilities in ideal 
surroundings, and an inspirational environment. 
CHARACTER: Ultra-modern architecture and 
construction, assuring the finest conditions for 
work and study. 

PERSONNEL: Approximately 2,000 employes. 


To be open to the public at times and under 
conditions to be announced. 


Unique and Outstanding Facilities for Research and Engineering in the 


Interests of Improved Products, New and Broader Service to Public 


Needs and Expanded Opportunities for Employment... 


Continuing its recognition of the all-important rela- 
tion of research and engineering to human progress, 
General Motors has long planned and now takes pleas- 
ure in announcing a noteworthy forward step in this 
direction—a great new Technical Center. 

This “City of Science and Art,” to be located just 
outside Detroit, is designed to provide the finest possible 
facilities—in the most inspiring and advantageous 
environment—for the research, engineering, styling 
and design which have long been fundamental in all 
fields of General Motors’ operation. 

The activities of the Technical Center will be in 
addition to the work of like nature performed by the 
various divisions of General Motors, and by the 
General Motors Proving Grounds. 

The GM Technical Center is being established pri- 
marily in the interests of constant improvement of 
all General Motors products. 

But beyond this immediate objective is the broader 


one of exploring opportunities to serve public needs 
and human aspirations in new ways and with new 
things more desirable, more valuable and more satis- 
fying than ever before. 


In addition, General Motors has pointedly in mind 
that the development of such new means of serving will 
help to provide newand greater opportunities foremploy- 
ment—will naturally create new jobs for more people. 

For what we all hope may be but a short time, this 
important step in postwar progress must wait upon 
war needs. So long as military interests require, 
“Victory is Our Business.”” But as soon as events 
justify, ground will be broken for this, a significant 
step in General Motors’ postwar program. 


The great new GM Technical Center—inspiring 
evidence of faith in the future to which science and 
technology can guide us—will stand as a striking 
symbol of General Motors’ goal—‘‘More and Better 
Things for More People.” 


CHEVROLET ¢ PONTIAC ¢ OLDSMOBILE ¢ BUICK ¢ CADILLAC « FISHER BQ 
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GM Overseas Operations « General Motors Parts > General Motors Institute « General Motors of Canada, Ltd. e McKinnon Industries, Ltd, 


UNTIL THE WAR IS WON 


ae 
Victory is Our Business!” 
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